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ANY things can prevent a door hanger from performing its 











every day duty of rolling easily and silently. Birds and 
Storms, however, have always been the two worst offenders. The 
former clog up the “works” with their nestings; foul weather pro- 
motes rust and corrosion. 


We fooled them! We gave the , 


New National Storm Proof 


Hanger and Rail 


absolute protection from bird and weather. around they are invited to stay out. And 
We put a new style end-cap on the rail. they do. 

We installed the dove-tailed joint. The : 

overhanging cover was lengthened 11% But we haven't told you about the double 
inches. Additional oil holes were provided. adjustment, and other features. May we 
Now, when Messrs. Bird and Storm come send particulars? 


National Mfg. Co. Sterling, Illinois 
DNATA 
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THE CUSTOMER AT LARGE 


Phil B. Heckler Goes on an Unusual Mission for Hardware Age 


things differently than they have ever 

been done before. HARDWARE AGE be- 
lieves in good advertising. Phil B. Heckler, of 
Heckler Bros., Pittsburgh, Pa., is of the same 
belief. A most unusual business arrangement 
was concluded this week between them, and the 
result is going to be of great interest to the 
entire trade. 


Ge advertising often consists of doing 


Watch for Him 

- For the next two months the senior partner 
of the Pittsburgh “Hardware Hustlers” will 
represent HARDWARE AGE in a most unusual 
capacity. Mr. Heckler is going to start wher- 
ever his fancy or desire tells him to start, and 
is going to travel wherever his inclinations lead 
him. We do not know what stores he is going 
to visit, but we know something of what he is 
going to do, and why he is going to do it. He 
is going to represent a customer calling at 
hardware stores to buy specific items. He may 
call in your store, and he may call in the store 
of your neighbor four states away, but it will 
pay you to be on the watch for him. 


A Lively Time 
When he comes in the front door of your 
store he is going to size up the stock quickly, 
and will endeavor to purchase an article prom- 


inently displayed. The clerk who waits on him- 


is going to pass the liveliest 15 minutes of his 
career with this “Customer at Large,” for Mr. 
Heckler is going to ask questions about the 
goods he wants to buy that will be mighty em- 
barrassing to the man who is not posted on his 
goods. The mere fact that “we have sold many 
of them; that the article is guaranteed,” or 
“that it is well made by a national advertiser” 
will not be sufficient for this particular cus- 
tomer. He is going to ask about the whys and 
wherefores; he is going to demand a reason for 
every penny and every dollar in the price quoted 
him, and he is going to make things so con- 
fusing for the clerk who is not posted that the 
final result will be a direct complaint to the 
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manager of the store 6n the treatment received. 
This complaint is going to be made vigorously. 
You may be the man who will be apologizing 
to this customer for the information that has 
been denied him. 


It Will Pay You to Know Him 


The first section of this story will end when 
Mr. Heckler hands the proprietor of the store 
a card saying that he is “The Customer at 
Large,” representing HARDWARE AGE, and 
ferreting out weaknesses in the sales forces of 
American hardware stores. Any clerk or man- 
ager who has not met Mr. Heckler, or seen him 
before, and who recognizes him before he pre- 
sents his card, will be given free of charge Roy 
F. Soule’s new book, “How to Sell Hardware.” 


Practical Demonstrations 


After this card has been presented Mr. 
Heckler will give a practical demonstration of 
how the article that led to his introduction ought 
to be sold. He will go prepared to offer counsel, 
advice and co-operation on any of the various 
perplexing details of the retail hardware 
business. 

Will Tell of His Adventures 


HARDWARE AGE believes that it is a true 
friend who points out our faults. Through Mr. 
Heckler we are going to point out, during the 
next two months, many of the faults of the sell- 
ing force, and through them the faults of the 
manager. Mr. Heckler is not going out merely 
to criticise and condemn, but in every instance 
he will be prepared to follow his embarrassing 
introduction by constructive work, and his ex- 
periences will appear in every issue of 
HARDWARE AGE for the next two months. These 
experiences are going to be most unusual and 
most constructive to those who follow “The 
Customer at Large.” He is going to give 
practical demonstrations of what a trade paper 
is, and what a service man for a trade paper 
can do. Watch for him. It will be to your 
advantage. 





THE MAKING OF MEN, MOTOR CARS 
AND PROFITS 


What a Year of Profit Sharing at Plant of the Ford Motor Company 
Has Brought Out—Daily Production Increased 15 Per Cent. 
with 2000 Less Employes 
By O. J. ABELL 

















The new design of the later Ford buildings. 


The crane, the landing platforms at each floor and the cars below 


tell their own story of the ease and dispatch with which materials are moved from and to the floors on either side 
of the craneway 


A year has passed since the Ford Motor Com- 

pany began the administration of its unor- 
thodox and unprecedented plan of sharing profits 
with its employes. It need hardly be recalled with 
what haste and unanimity manufacturers in gen- 
eral heaped adverse criticism upon this company and 
its plan, some with sincerity, others with scorn and 
derision. It may be thought that what is here set 
down is written in vindication of those proposals, 
which, undertaken without previous experience, have 
established themselves as a fixed policy. Such is 
not the purpose. The material gains which have 
accrued to the Ford Motor Company are in every 
way such as to utterly dwarf the question of vindi- 
cation, for these gains, if not altogether attributable 
to the new employe policy, were at least coincident 
with its enforcement. Such value as there may be 
in this recital of what has been accomplished can 
ve indicated in no better way than by quoting from 
a letter written April 13, 1914, by Henry Ford to 
an organization at Cleveland to which he had been 
asked to speak concerning the Ford plan. He wrote: 


eae: is, in a way, a sequel. It is also historical. 


I am very glad to know that you are interested in 
our earnest, thoughtful endeavor to make the most of 
the human element in manufacturing from a mutual 
standpoint. 

We have neither the time nor the inclination to ex- 
ploit this policy and purpose as a general entertain- 
ment and we do not seek any advertising of it on a 


purely selfish basis. If you have in Cleveland em- 
ployers of labor who are interested along the same 
lines that we are, I shall be very glad to let my repre- 
sentative go to you with our simple story that it may 
be of individual benefit and result in some general good 
for your community. 

If it were the fact that the Ford Motor Company 
presents a condition and an experience entirely im- 
possible of application to other industrial enter- 
prises, there would be little reason for this article. 
But it is the writer’s belief that in many of its 


‘methods the company has blazed trails of great 


promise, which may be followed by a good many 
other employers to their substantial profit. 
Conditions in industry could hardly have provided 
a more severe test for profit sharing plans than 
they have undergone the past year. Distributions 
to employes have been suspended by some of those 
organizations commonly accepted as the leaders in 
successful management. By way of contrast the 
comparative financial statement of the Ford Motor 
Company as of September 30, 1913, and of Sep- 
tember 30, 1914, is a strikingly interesting and 
significant document. It is reprinted here and at- 
tention is called to the remarkable increases in cash 
and every other “assets” item. It is to be noted 
that over one-half of the total assets of the com- 
pany exist in the form of cash or the most liquid 
of securities. The manner in which reserves are 
accumulated or set aside against the maturity of 
obligations may also be pointed to with emphasis. 
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Directly coupled with the above financial state- 
ment is the record of what has been accomplished 
in production. In the past year the Ford Company 
has added to its own factory operations all of the 
machine work formerly conducted by Dodge 
Brothers, the work of a large plant in itself; it has 
assumed the manufacture of several additional parts 
of its car, formerly purchased; it has shortened 
the hours of labor from 9 to 8; it has increased 
the daily production of cars fully 15 per cent., and 
at the same time the number of employes is less 
by nearly 2000. Further than this it may safely 
be said that an additional thousand employes could 
be dispensed with to-morrow without affecting the 
production by as much as a single car. 

But now this company seldom discharges an em- 
ploye. Those who leave do so of their own volition. 
The man is hopeless indeed who is finally dis- 
eharged. Every possible effort to.fit him into a 
place where he can take root must previously have 
failed. Correspondingly few men are hired. The 
employment office is continuously deserted. What 
is the result? In March, 1914, the number of men 
discharged was 166 as compared with 1276 in 
March of the year previous, a decrease of 86 per 
cent. In the same month of 1914 the number of 
men who quit showed a decrease of 87 per cent. as 
compared with the year previous. In one month in 
1914 the number of “floaters” was 97 per cent. less 
than in the same month the previous year. This 
does not mean that there are not still employes 
who get drunk, are lazy or incompetent. There 
are occasional cases of the former and more of the 
latter, but these offences are no longer considered 
as occasions for discharging the men; on the con- 
trary, they indicate a need for getting a new hold 
on the employe and a need for giving him some 
new help. This help is not likely to be of the par- 
lor variety. The dirtiest, meanest job in the foun- 
dry is the probable lot of a man who has been 
too lazy to do a day’s work at an easier task. The 
discipline is not vindictive, but carefully chosen 
for its probable effect. If one influence or form of 
pressure is not effective in bringing results, some 
other is tried. 

The Ford Motor Company charges itself with 
the responsibility of bringing to its employes a 


the community and it does not cease its efforts so 
long as the individual remains within the company’s 
sphere of influence. If an employe fails to appear 


Balance Sheets of the 
September 30, 1913 











Assets 

Cae Oe Bee See We WR. as ok os dé ced es ee $13,225,710.82 
Michigan municipal tax-exempt bonds at cost. 1,283,943.59 
I< oe beckae 448,233.93 
Merchandise inventory at cost................ 9,046,171.68 
I 6 I ee a eine ee ees 7,433.32 
es oe saws bic as ben da eh eee" a 215,259.29 
A ce Ce a oe oe bh beak eae 1,540,483.42 
Building and building fixtures................ 4,615,156.82 
I NN oe os Ss oo oe Oe wa 676,589.49 
Office furniture and fixtures.................. 77,357.60 
Se ie ee shee eee ere eh Chaban 526,945.24 
oe ibe ae  5t o a'e be hee bee bee 2,305,962.09 
EE hs etch dss done bwh ee S466 thee ben 824,901.04 
a a a a al Oa ae oe eee 92,710.13 
Machinery, tools and equipment at branches... 89,837.13 
PS oe aa ue oe 2.6 bore k Od Daewbind ei eaeeaes 57,224.27 

$35,033,919.86 

Liabilities 

pe Pe ee Ppa ee ee Pir a ee $3,049,586.86 
Be ee Ss ce ota nc eseee area sperwnss 191,940.70 
I ee: eos 5g ko wdc bat bedelen baie viewed 24,169.30 
BR GI ok 5 50.86 6 64 Few Eh here wee ts 266,119.43 
Cn SO: i. oc cccccs ceeded pbb asubeeee 25,960.00 
Reserve for employees’ bonus...............+.. 134,999.96 
Weeeeree Sar Wee Gee sk a kc ds oe Cece weit de seees 3,510.55 
Reserve for depreciation of fixed assets........ 1,061,805.25 
Reserve for depreciation of patents............ 57,224.27 
Reserve for fire insurance premiums.......... 34,059.63 
Reserve for unearned profits (branches)....... 60,370.23 
Ce Me” os. chs ke wae ws ced SURO OV OF 642 eRe 2,000,000.00 
SE ois 6 void Cab 0 O0 408 Oe ew ERSELSS LK eee 





$35,033,919.86 








sense of their own obligation to themselves and to . 
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for work one day, an investigator from the company 
is specifically dispatched to look that man up not 
later than the next day, and whatever may be the 
explanation of the man’s absence the necessary 
steps are taken to get him back to work as soon as 
possible. One result of this immediate investiga- 
tion of absences is shown in the following figures: 


Date Men on roll Absent : sick, etc. Per cent. 
Oct.6,1913 12,548 1250 (estimate very low) 10 
Oct.6,1914 12,645 311 2 

When the first survey was made, under the profit 
sharing plan, of the records of all the employes it 
was discovered by the corps of investigators - that 
approximately 60 per cent. of the men came up to 
the requirements demanded and were eligible to 
participation in the profits on the basis of: the $5, 
$6 and $7 minimum schedule per day. During the 
course of the year the company has by reason of 
its corrective influence brought the number of those 
eligible up to 84 per cent. This 84 per cent. is 
now actually receiving its daily share in the profits. 
In addition to requiring new employes to meet the 
required standards, they must have been in the 
employ of the company for six months before be- 
coming eligible to participate in the profits. This 
is essentially a period of probation. 

The mere statement that the number of employes 
sharing in the profits has been increased 24 per 
cent. does not begin to indicate the tremendous 
humanitarian effort that has been expended volun- 
tarily in the rehabilitation of men. This 24 per 
cent. is human salvage and the same kind of work 
is steadily going on to hold that 24 per cent. up to 
their new standard and to bring the remaining 16 
per cent. to the same level. 

Nor has this reconstruction of the incompetents, 
the incorrigibles and the vicious been done with any 
pampering or wasted sentimentality. It is an in- 
tense, vigorous, practical proposition. Here men 
who never before in their lives have had an uplift- 
ing impulse are literally being compelled to work out 
their salvation. A typical instance is recited by the 
head of the sociological department. A strapping 
six-footer walked into his office. 


“IT want to know why I don’t get $6 a day,” said the 
workman. The man’s record was looked up. 

“You don’t get $6 a day,” he replied, “because you 
couldn’t use it. You don’t know how. For example, 
you pay your board two weeks in advance; you stick 
the rest in your pocket. It goes gradually for one thing 
or another; you don’t know what. By next payday 


Ford Motor Company 


September 30, 1914 



























































Assets 

Cie ee De See Be i x 6 kd wh oe bare ria; $27,441,468.79 
Michigan municipal bonds at cost............. 1,330,546.84 
Be Dn 60 8 0 kee 6086 ev wked chaos 3,233,582.73 
Merchandise inventory at cost................ 9,284,449.26 
CO SE 6G dpe uah ces ot éneece sear an 9,200. 
Or i 9 ie oy a a a aie ee ota 437,089.77 
ES EE a ik a ie oh wo kd A 6 Oa CRRA 2,227,567.88 
Buildings and building fixtures............... 10,714,928.45 
cc bk ped ho cstenes saawe 1,661,155.23 
Py I se re Da a lee wl 105,263.95 
Machinery and power plant .............-e06- 3,821,465.38 
ne ee ee ie aE ae or anki eee shal Baie ee eae 1,1$9,779.11 
PR on wate nab ib eh eee bean eau 105,992.30 
PN en os Ai tica boo e sdeigehh esac ence 59,767.47 

$61,632,257.16 

Liabilities 

Accounts payable, not due.............+6.-25.- $3,335,139.01 
CE SS 5 55e obo a os c Ons Ma wees ees 1,452,622.82 
I Ei koi 6 0sb eb oe de eee hee ener t 537,489.70 
Accrued emlaries ... 2... ccs cccccceccccscccsees 44,229.9 
Ee ES 5 db bee Cb eR EMBO RRA CROSS 218,140.50 
Ce. TH sd hares wkoe esd dn ceed ween 621,381.12 
Reserve buyers’ profit-sharing................ 2,557,080. 0¢ 
Reserve for depreciation of fixed assets........ 1,935,440.¢ 7 
Reserve for depreciation of patents............ 59,767.47 
Wire {UF RMCO TOROS 2 onc ccc ccc csc cc ccccsces 43,934.45 
I a ocas ot Abb bbbad0l cnehs Renee ied ees 4 48,827,032.07 
Coes Ne 5 od 8S ek 600 Kee k U4 i wT Vise S 2,000,000.00 


$61,632,257.16 
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Battery of metal turning tools fitted up to perform 9 operations simultaneously upon the reverse gear drum. 
These machines are gt a with devices for accelerating the speed of the cutting tool return, with the result that 
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you haven’t a cent. You have a good time, or think 
you do, and just drift along. When you can show us 
that you are thrifty we wil! gladly help you.” 

“IT have been a bum once,” the man muttered, “and 
I guess I can be a bum again.” 

“You certainly can,” replied the chief. 
be a fool.” 

The man was questioned, and it was learned that he 
had a mother, whom he had not seen or written to in 
five years. He owed money, but he calmly remarked 
that his creditors did not expect to be paid. 

He was told to go out, see what he could do and re- 
turn in six weeks. In six weeks he came back. He was 
fairly well dressed. 

“Come in and let me look you over,” said the smiling 
chief. 

He came in, put his hand in his pocket and drew out 
a letter. 

“Have a look,” he remarked. 

The letter was from his mother. It was full of sur- 
prise and gratitude. She had been drifting hither and 
yon, the unwelcome guest of relatives, and at the time 
she received his letter she did not quite know what she 
was to do next. He had sent her $25, and it was a god- 
send. 

Then he pulled out a receipt from some lodge he be- 
longed to, acknowledging five years’ back dues. He 
pulled out a bill from a tailor. It was for $60 and he 
had paid $11 on it. Last of all, he pulled out a bank 
book, showing $14 to his credit. And all that had been 
done in six weeks, without a cent of profit-sharing. 

“Weil, you have done pretty well, Bill,” said the chief. 
“Hold on awhile and come in again.” 

“For heaven’s sake, how long have I got to hold on?” 
asked the workman. 

“Until it doesn’t hurt you. Then we will let you off.” 

Today that man has his mother living with him in 
Detroit. He is getting $6 tucked away in his pay en- 
ors a every day; he is buying a home and his debts are 
paid. 

“He is going to make a good citizen,” said thé chief. 


“But don’t 


This is one kind of help that is being given. Pov- 
erty has been relieved and in its place comfortable 
homes established through the rehabilitation of the 


production has been increased from 322 to approximately 500 pieces 


wage earner. Men with the blackest of previous 
records have been hired and are making good to-day 
in the Ford plant. The essential element under- 
lying this reformation is the fact that every em- 
ploye starts with a new account and a clean page, 
for the company finds out all there is to know about 
him, and then they show him what they know. He 
probably lied about himself when he was hired. 
Many employes do; but the investigators finally 
land the facts. With nothing more to conceal and 
with the knowledge impressed upon him that here 
is the chance to wipe the slate clean, few men are 
able to resist the opportunity of decent, honest 
citizenship. 

It is in this thoroughness with which the Ford 
method deals with the individual that its unique 
effectiveness lies. For the ignorant employe of 
foreign birth who can neither read nor write Eng- 
lish daily classes are conducted. The men come of 
their own choice and the applicants are more than 
it has been possible to accommodate thus far. The 
classes are held at hours such that the men can 
come directly from the shop before going home. 
Classrooms have been fitted up in one of the factory 
buildings. A simple method of instruction is em- 
ployed and the lessons concern, first, the daily rou- 
tine through which the man goes, beginning with 
the rising in the morning, breakfast, going to work, 
returning home, going to bed. And the instructors 
are the foremen from the shop who volunteer their 
services. If there remain any doubting Thomases 
who question the real grip with which the Ford plan 
has taken hold of the Ford employes he may well 
spend an hour in these classrooms. 

It is no longer possible rationally to discredit the 
disinterestedness of the effort with which this com- 
pany has entered upon its program of betterment. 
The entire organization is committed to it whole- 
heartedly from the executive officers to the gang 
boss. It is no longer a theory or a post-prandial 
creed. It is an every-day working plan. The atti- 
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tude of this company toward its employes reflects 
the spirit of. a new conception in industry. The 
success which contents itself with the manufacture 
of a commercially profitable product is but partial 
success. The genius which directs the amassing of 
material wealth is but half served unless it also dis- 
charges its equal obligation to account for the wel- 
fare of the human agencies of industry which it 
controls. We cry “benevolent paternalism.” There 
is need for paternalism. The greater must care for 
the less. We provide schools for the child. In- 
struction and discipline are compulsory, and it is 
well. But we forget that measured in the scale of 
knowledge and experience there are always children 
and grown-ups, pupils and teachers, and age is noth- 
ing. The Ford Motor Company is conducting a 
great school, a school in the art and science of liv- 
ing. The making of men is simply a department 
of the enterprise and as mueh a component part as 
the cost..or accounting departments. There is no 
self-righteousness nor holier-than-thou sophistry. 
The work is accepted as an inherent responsibility 
and is discharged as such and it pays dividends. 
And what has been the response of the employes 
as shown in their personal affairs and manner of 
living? The following comparison compiled from 
reports of investigators made at an interval of five 
months is a remarkable answer to the question. 
These gains have been made despite a decrease in 
number of employes. 


What Changes Were Wrought in Five Months in the Personal 
Affairs of Employes, In Spite of a Decrease in Their Number 


Per 
Cent. 
Gain 
Amount in banks........ $996,418.00 $1,603,768.00 130.53 
Amount in life insurance. 2,471,663.00 3,210,502.00 86.05 
Value homes owned...... 468,230.00 613,220.00 87.60 
Value lots owned......... 67,160.00 87,210.00 86.00 
Value homes on contract... 3,282,331.00 4,480,503.00 95.53 
Amount paid, homes on 
IEE in io be ws oct ee oo 1,111,258.00 1,693,937.00 135.90 
Amount rent paid monthly 58,576.53 59,219.45 118.35 
Amount rent paid weekly. 1,218.56 1,313.50 145.79 
Amount board paid monthly 86,171.50 8 UO} 
Amount board paid weekly 12,906.82 ks 2 eee 


Average amount to savings account or home buying per 
man per month, $48.76. 
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A map has been prepared dividing the city of 
Detroit into a number of residence districts of. 
varying character—good, bad or medium—and the 
prevailing nationality of the residents in each. A- 
tabulation has been made showing the number or 
Ford employes resident in each district at the in- 
ception of the plan and the number resident in. 
each district after a five-months period under the 
plan. The migration from the poorer to the better 
neighborhoods and to new subdivisions where homes 
are being built as shown by the figures is most 
significant. The consumption of intoxicants has 
fallen off remarkably, while letters from police offi- 
cials and the c.ergy state that the complexion of 
some of the communities where there are numbers 
of Ford employes has completely changed. In the 
shop the number of accidents has decreased beyond 
all expectation. : 

In this connection only one additional comment 
seems necessary and it is appropriate in the in- 
terest of fairness. The criticism has been made 
that there is a measure of coercion existent in- 
fluencing employes to deposit their savings in the 
Highland Park State Bank, in which some of the 
Ford Motor Company officials are interested. It is 
true that where employes had no bank account at 
all this particular bank was frankly recommended 
with the statement that cfficials of the company 
were interested in it. It is equally true that em- 
ployes already having accounts in other reliable 
banks were advised not to transfer them. The 
facts developed by investigation showed that prior 
to the inauguration of the profit-sharing plan 27.56 
per cent. of all the employes’ bank accounts were 
placed in the Highland Park State Bank. Five 
months later, during which period the total em- — 
ployes’ bank accounts had increased by 130.53 per 
cent., the proportion placed in the above bank had 
increased to only 43.82 per cent. of the total. ' 

But it is not to be thought that considerations 
of commercial or mechanical importance have been 

















a 


The chassis of the Ford car proceeding continuously in process of assembly. A gallery has been built over these 
tables on which the gasoline tanks are stored. The illustration shows how the tanks are filled and slide down. at 
the point where the chassis is ready for the assembly of the tank 
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submerged in a wave of idealistic altruism. Rather 
has the practical economic functioning of this or- 
ganization been expanded beyond the limits of its 
specifically commercial operations to include a 
sociological work of foremost rank and lasting 
significance. To illustrate further the really excep- 
tional initiative and sustained energy apparent in 
all phases of the Ford activities, a skeleton outline 
is also recorded here of some of the features of 
the mechanical progress attained during 1914. For 




















The clothing of the workmen is hung under canopies, 
raised and lowered as indicated. A man’s clothing is 
protected and is out of the way 


in the shop ideas are being adopted continuously 
of as revolutionary character as the plan of profit 
sharing. a 

The most important feature of general applica- 
tion in the machine shop has been the development 
of conveyors and carriers for the transfer of parts 
from one operation to the next in process of manu- 
facture. So far as possible the pieces are kept from 
touching the floor or from accumulating in recep- 
tacles during a series of consecutive operations in 
any department. This plan involved rearrange- 
ments of tools and the setting up of heating and 
annealing furnaces, enameling tanks and ovens in 
immediate juxtaposition. In general the axes of all 
horizontal tools are now in the direction in which 
the product is moving, while most of the vertical 
tools are arranged in rows in the same direction. 
Most of the carriers are simplicity itself in design, 
and are as inexpensive as they are simple. They 
display no small ingenuity in their adaptation to the 
contour of the piece to be transferred and to the 
position in which the piece responds most easily to 
a gravity transfer. It would be difficult to estimate 
the extent to which the amount of stock in transit 
has been cut down through the elimination of the 
piles of partly finished material at each machine. 
The carrier delivers the piece to the machine oper- 
ator within reach of his hand as he stands at his 
machine. He neither has to bend nor move in his 
tracks. 

The furnace is typical of the way in which the 
hardening operation is made to. work in consecu- 
tively with the machining operations without a 
carrying of the parts to some distant building and 
back again. These particular furnaces are located 
in the center of a group of gear hobbers. The fur- 
nace is one of new type with a preheating chamber 
above the cyanide pot. While one lot of gears is in 
the bath, the following lot is thus preheated with- 
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out additional cost. The same idea of proximity of 
operations is carried to the packing of the parts in 
boxes for shipment to assembly branches. The 
gears, for example, are no longer sent from the 
machine shop to the stock room to be packed for 
shipment, but are boxed right on the machine floor 
as they come covered with oil from the machines. 

In the same manner annealing furnaces have 
been built near the drawing presses. A sheet is 
squared in a shear; a belt conveyor carries it to a 
blanking press; a second belt takes it to the first 
drawing press; it slides down a chute to another 
press for redrawing; another chute delivers it to 
the annealing furnace; it is returned to the next 
drawing press and thus to the finishing operation 
without having been carried by hand one foot of 
the way. 

Similarly the running board step is cut from the 
sheet, drawn through a forming roll, stamped, 
washed, dipped in enamel and delivered to a con- 
tinuous chain conveyor which carries it slowly up 
in a vertical drying tower and returning downward 
delivers it finished at the opposite side. The tower 
is inclosed in sheet metal, is heated with an open 
gas burner, occupies a floor space about 3 x 5 feet, 
and in every way meets all the requirements of the 
ordinary enameling oven, which occupies many times 
the floor space and is not at all adapted to continu- 
ous mechanical handling. 

The tendency in the newer tools appears to be 
very markedly toward vertical rather than hori- 
zontal machines, wherever the character of the work 
permits. They have the marked advantage of occu- 
pying less floor space, while the operator is able to 
handle the work in the machine more easily. The 
newer machines are being built to stand up under 
higher cutting speeds and a larger number of 
simultaneous operations. The metal turning ma- 
chines and the flywheel machines are being equipped 
also with devices for kicking up the speed of the 
cutting tool return, a device similar in function to 
the rapid return of a planer table. This speeding 
up increases the capacity of the machines from 322 
pieces per day to about 500. Thus in a thousand 
other forms is manifested the same thoroughly prac- 
tical ingenuity and initiative, but perhaps even more 
interesting is the fact that other plans, other 
methods of manufacture and other tools are now in 
the planning which promise for the next year me- 
chanical accomplishments of even more revolutionary 
character. 


Oneida Community Protects 
Trademark 


| et February a suit was tried in Madison 

County, N. Y., brought by the Oneida Com- 
munity, Ltd., against a new concern just started in 
Oneida under the name of the Oneida Game Trap 
Company, Inc. The purpose of the case was to enjoin 
the defendant from violating the trap trademarks of 
the Oneida Community. The decision, which has 
been delayed for many months by reason of the 
illness of the judge who tried the case, was handed 
down last week. It enjoins the defendant from 
selling traps on the pans of which the name 
“Oneida Game Trap Company, Inc.,” occurs. 

The plaintiff also asked that the defendant be 
enjoined from continuing to use several other meth- 
ods in‘the marketing of its traps which the plaintiff 
deems unfair competition and violation of its trade 
marks. As the decision did not give relief on these 
points, it is said that the Oneida Community is at 
once to appeal the case to the Appellate Division of 
the Supreme Court. 








HOW HAMP WILLIAMS KEEPS HIS BIG 
STORE FULL OF CUSTOMERS 


By 


“THE ASSISTANT MANAGER” 




















A fair ground exhibit by Hamp Williams. 


AMP WILLIAMS says, “No matter how big a 
H bag may be, if empty, it is hard for it to 
stand straight.” 

Hamp ought to know. He has a big hardware 
store in Hot Springs, Ark., and he keeps it filled 
with customers. He has seen plenty of empty big 
stores, and he doesn’t like the looks of them. The 
way he keeps things humming is an inspiration to 
those who know him. 

First, Hamp Williams is square. Now you prob- 
ably know some fellow who is so square, so honest, 
so trustful, that he is easy picking for the long 
price parasites that infest the hardware trail. This 
chap firmly establishes a reputation for being square 
—blockhead variety. The only physical squareness 
about Hamp Williams is his shoulders and his jaw. 
He knows how to buy, and he keeps his store filled 
with the goods that will sell around Hot Springs. 
He says that the needs of his community are not 
gauged by the inquiries that come to his store. This 
puts him wise to a lot of new goods, but it is run- 
ning expense business extension which just about 
balances the goods that go out of date. The real 
cream of the hardware business goes to the mer- 
chant who can see needs for his customers that they 
can’t see themselves. This will build a reputation 
for progressiveness at home and for prompt pay- 
ment abroad. 

Hot Springs is a farming community. It begins 
with garden patches in the backyards of the towns- 
people, and extends into the country where the acres 
are broad, and the starched collar is Sunday rai- 
ment. Hamp knows them all, but he is that type of 
man who lines up on the side of the fellow who 
hasn’t been given a square deal, so much of his time 
and thought is piven to bettering conditions for the 
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It sold goods 


folks who live away out beyond the fair grounds. 
By the way, that reminds me, he is vice-president 
of the state fair association, and is strong for boys’ 
corn clubs, girls’ canning clubs, better baby contests 
and blue ribbon stock. 

His exhibit at the Arkansas state fair this year 
might have been glittering. His store has a lot of 
the glitter stuff in it, but Hamp has a hunch that 
the real meat of a fair attendance is the country 
people. The fellow who looks and is dressed in a 
new and queerly creased hand-me-down, who heads a 
family of six or eight joy-crazed kids from the tall 
grass, is the life of a fair, and the good woman who 
acts as rear guard for such families was in his mind 
when he made a display of Hamp Williams’ com- 
bination sanitary systems. 

It’s a snap for a city woman with running water, 
a gas heater, a bathroom and a maid to keep a 
couple or more boys and girls clean, but it’s a hard 
row for the country woman with a bevy of kids liv- 
ing close to nature. Hamp realized all this and 
arranged the display herewith reproduced. This 
letter tells the story: 


My dear Assistant Manager: 


Under a separate cover I am sending you a photo- 
graph of the Hamp Williams Complete Sanitary Sys- 
tem. The main feature of this system is that small 
heater you see attached to the water tank. Everybody 
from the president of the United States down to the 
country school teacher is preaching sanitation in the 
rural homes, but no one, it seems, has ever offered a 
plan by which the country people can bathe themselves 
and their children. There are a great many gas and 
coal water heaters, but none for wood and coal. There 
are millions of people who have no coal or gas and can 
only heat water with wood. The only plan that these 
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people have for heating water is in a téa kettle and a 
wash pot out in the yard or a small reservoir attached 
to a range that will hold 3 or 4 gallons. That is not 
sufficient for a family of € or 8 children. 

We can hook this heater of ours to a 100-gallon tank 
of water and boil it in a little over an hour, or heat 50 
gallons hot enough for bathing purposes in 20 minutes. 

People who live in cities and have the advantages of 
high water pressure and with all other modern con- 
veniences for lighting, heating and bathing, do not 
realize what it is for a mother of 6 or 8 children to 
bathe or keep them clean without any facilities for do- 
ing so. It is this class that we have in mind, and these 
are the people that we are going to endeavor to reach. 
We are making it possible for the people in the small 
towns and rural districts to have hot boiling water for 
all purposes; bathing, washing, scalding their fowls 
and hogs, washing dishes, hot water for scrubbing 
floors, and many other purposes necessary for sanita- 
tion and convenience in the rural home. 

Yours truly, 
Hamp Williams Hardware Company 
By HAmpP WILLIAMS. 


On the first of last November an office boy ap- 
proached my desk with a postal card addressed 
“Hon. Assistant Manager.” He held it gingerly ina 
stubby hand and said “Is this fer you?” I allowed 
that it was, and with a new-born importance read 
an invitation from the vice-president of the Arkan- 
sas State Fair Association to attend the annual fair, 
take in the sights and enjoy a few baths in the 
greatest health and pleasure resort in the world. 
Then I turned the card over and learned one more 
method of keeping a big bag full. The reverse side 
of the postal card addressed “Hon. Assistant 
Manager.” : 


I wrote the “Hardware Hustler” of Hot Springs 
and told him I was so busy meeting obligations at 
the local grocery store that I couldn’t accept his 
kind invitation, but that I wanted to know if he had 
any experience with home canning outfits. He 
wrote me a letter that began with “You bet” and 
ended with “Yours for Better Business,” and sent a 
full-page newspaper ad showing how he had hitched 
a home canner to the Hamp Williams Complete Sys- 
tem. Under an illustration of the canner this is 
what he said: 


Hamp Williams Canner No. 1 has a capacity of 24 
three-pound cans; has our patent water heater and fits 
a No. 8 stove. Made of heavy galvanized iron. Has a 
perfect fitting flat cover and we furnish one fire pot, 
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one soldering copper, roll of solder, wire screen, acid 
brush, one pair steel can tongs, one box soldering paste, 
one fruit can filler and we have added for 1915, one 


. steel furnace for out-door work, worth $3, and one 


capping steel, made especially for the Hamp Williams 
Canner; highly polished and well balanced—worth $2. 
We have added these two essential items to our Hamp 
Williams Canner, which are worth $5 over what we fur- 
nished in 1912 and 1913, but we have not increased our 
price one cent. The whole outfit goes for $14, F. O. B., 
HOT SPRINGS, ARK. 


Flanking this illustration on the left was this 
bundle of information that started building busi- 
ness: 





READ AND HEED 


Miss Brandon, a girl of 16 years, of Searcy, 
White county, Ark., canned and sold vegetables 
to the amount of $172.10 and on one-tenth of an 
acre of ground in one season. She couldn’t have 
done this without a canner. 

Why do farmers persist in growing cotton? 
With a Hamp Williams Canner you can put up 
360 3-Ib. cans of tomatoes in one day worth .$36.00 
ee Or See ME 65 5 occ acudenscdecens $11.70 
Net gain for one day..............- ee $24.30 

Send for our Canner Catalog and it will tell 
you how to make money canning for the market. 
With each of our canners we give you directions 
how to can Turnip greens, Sweet Potatoes, Mus- 
tard greens, Pumpkins, Beans, Hominy, Cabbages, 
Beets, Sauer Kraut, Okra, Peas and Corn, besides 
all other kinds of fruits. 

You can begin canning Hominy, Meats and 
early greens in January or February and can 
vegetables and fruit every month throughout the 
year. 

You can see the Hamp Williams Complete Can- 
ning system at the coming State Fair and it will 
be on exhibition and for sale in our store after- 
wards. 

Begin right now to prepare your ground for 
early vegetables. Buy a Hamp Williams Canner 
and during the winter put up several hundred 
cans of hominy. Cans and labels cost about $3.50 
per hundred and sell them for $12.50 after they 
are filledy Have an early patch of turnip and 
mustard greens, can them in February or March. 
Bert Johnson of Highland, Pike county, Ark., 
canned a car load of greens last March, shipped 
to Dallas, Tex and sold for a good price. 

















Hamp Williams Complete System for Rural Homes 


We manufacture and have for sale the greatest and most complete display of convenient and profit- 
able items for country homes that has ever been shown in this country. I have given the biggest part 
of my life to the study of country life and trying to study out some plan to keep the boys and girls on 
the farm. I have succeeded in part. We propose to show you the Hamp Williams Canning system, which 
is the best ever invented; a system of canning and drying fruits and vegetables the year round on the 
farm; a system that the boys and girls can adopt and make money for themselves. We propose to show 
you in this system a plan by which you can for a very small sum, furnish hot water baths for your 
family winter and summer in the country or town; heat with wood, coal or gas, simple, practicable, dur- 
able and very cheap. In this same system we have a washing machine which will actually wash the 
clothes, a place to heat the sad irons and a wringer to wring the clothes. To make this plain, we will 
show you a system that will make your country home what it should be—the best home on earth. 
When the Hamp Williams Complete System is in operation, you may wash and iron the children’s clothes 
while they are taking a hot water bath in a tub furnished with hot water from the same system; we are 
from the same heating system, cooking, canning fruit and vegetables in our Hamp Williams Canner; 
drying fruit and vegetables in our fruit evaporator, scalding and cooking fowls, making jellies and 
preserves, frying and stewing meats and vegetables for daily consumption. We propose to do all this 
separate and away from your kitchen if you desire. 

While the farmers are buying all kinds of labor saving devices for themselves, we will offer them 
something for wife and home, something that will add profit, pleasure and sanitation to country life at 
a small cost. 


HOT SPRINGS, ARK. HAMP WILLIAMS HARDWARE COMPANY 























January 14, 1915 


Hamp Williams wanted business. on his home can- 
ners, so instead of using his entire space telling 
about the quality of the article he makes, he let loose 
a lot of information that tends to create a desire. 
Just read this material which is quoted from his 


advertisement: 

There will come a time when we will buy our canned 
fruits and vegetables from the farmers at home instead 
of paying freight to railroads and profit to the manu- 
facturers, jobbers and retailers. 

One acre will yield 300 bushels of tomatoes which 
will fill 4,000 3-lb. cans at 12c. each, $480. Can, solder 
and label cost not over $168.00 leaving a net sum of 
$312.00 for labor in raising, canning and marketing 
the crop. 

The gain on dried fruits alone in the past ten years 
amounts to 369 per cent.—pretty near four times as 
much as was dried in 1899. 

We manufacture the Hamp Williams Fruit Evapo- 
rator, the best on the market. 

Canned Fruit gained about 25 per cent., and vege- 
tables gained over 60 per cent. 

We had an inquiry from Struthers and Co., Christ- 
church, New Zealand, for a Hamp Williams Canner 
Catalogue. People are becoming interested in home can- 
ning all over the world. 

According to the United States Government Report 
there were nearly two and a half times as many toma- 
toes canned in 1900 as all fruits combined. There were 
in round numbers 5,500,000 cases of fruits and 33,000,- 
000 cases of vegetables that year, or six times as many 
vegetables as fruits. Yet the people in the South can 
fruits and allow the most profitable products on the 
farm, the vegetables, to rot and go to waste. 

The high cost of living is forcing the people of. the 
south to can and conserve the millions of dollars worth 
of fruit and vegetables that are going to waste. 

Hon. John H. Page says if the people would provide 
themselves with canners and can the surplus vegetables 
and fruits that are wasted, it would go a long way 
toward reducing the high cost of living and add to our 
general wealth. 

The following are some of the things that may be 
canned each month of the year: 

JANUARY, FEBRUARY AND MARCH—Sausage, 
pork, beans and hominy. 

APRIL—Mustard greens, spinach and strawberries. 

MAY—Mustard greens, beans, beets, pears, aspara- 
gus, raspberries and strawberries. ; 

J UNE—Beans, tomatoes, beets, okra, cabbage, 
squash, greens and peas, green grapes, huckleberries, 
blackberries and plums. 

J ULY—Cabbage, beets, tomatoes, beans, okra, 
squash, corn, grapes, apples, peaches, and blackberries. 

AUGUST—Cabbage, corn, kraut, beans, tomatoes, 
grapes, peaches, apples and pears. 

SEPTEMBER—Beans, cabbage, kraut, sweet pota- 
toes, pumpkins, greens, apples and peaches. 

OCTOBER—Pumpkins, sweet potatoes and turnip 
greens. 

NOVEMBER—Sweet potatoes, turnip greens, hom- 
iny and sausage. 

DECEMBER—Hominy, pork and beans and sausage. 

It is estimated that 100,000 car loads or $35,000,000 
worth of fruits and vegetables rotted on the ground 
in 1913. 

Do you know that the canning of fruits and vege- 
tables for the market is compare ively a new thing in 
the South? 

We manufacture canners of all sizes. The cheapest 
is the Vapor City, capacity six 3-lb. or twelve 2-lb. cans. 
Price $6.50 complete. The Ozark, capacity twelve 3-lb. 
or twenty 2-lb. cans. Price $9.00 complete. The Hamp 
Williams Canner, capacity 24 3-lb. or 40 2-lb. cans. Price 
$14 complete. This is the canner that has no equal. 
We manufacture the Hamp Williams Canner in any 
size from No. 1 and larger, but none smaller. Our 
small factory size capacity 96 3-lb. or 160 2-lb. cans. 
Price $60.00 complete. Manufactured regularly. 

The Hamp Williams Canner has a patent heating de- 
vice. It has patent trays. The handles are long and 
strong and keep your hands from scalding. - Short 
handles are impractical. 

The canning directions furnished with a Hamp Wil- 
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liams Canner are worth all the money you pay for the 
canner if you will put them to use. 

One acre in vegetables will make you more clear 
money than 10 acres of cotton. 

The Hamp Williams Canner has a double lock seam 
at every point in its construction. 

200 3-lb. cans filled with turnip greens which may be 
canned in less than a day on a Hamp Williams Canner 
will sell on the market for as much as the canner, cans 
and labels will cost, clear profit of $14.00 every day 
thereafter. 

Hamp Williams Canners are made for service, ca- 
pacity and convenience, of good material and first class 
workmanship and are in a class by themselves. 


Now in making canners and in writing ad copy 
this progressive southerner is a dandy, but he didn’t 
stop here. Hamp got a hump on himself and made 
a garden in his own back lot. He carted home all 
the modern equipment he needed, and cared for his 
miniature farm as tenderly as he knew how. Then 
he kept books on the results. This made good food 
for the Williams family and great selling talk at the 
store. Many of us have probably done the same 
thing, but Hamp hit on a by-product most of us 
would have overlooked. He wrote the story of his 
garden experience, and got it into the reading pages 
of the local paper. This is what they printed: 


HERE IS THE PROOF 





Some of the Things That Can Be Grown on a Piece 
of Ground 50 Feet Square 


EDITOR SENTINEL-RECORD: 

On this piece of ground near the Barry Hospital be- 
tween Grand and Ouachita Avenues in the city of Hot 
Springs, Ark., we grew all the mustard, radishes, 
onions, beans, peas and okra that our family could eat 
from early spring until early autumn this year. We 
had onions, beans and okra all spring, summer and fall. 
We canned on a Hamp Williams Canner 20 3-lb. cans of 
beans. We put up 20 gallons cucumber pickles, we had 
tomatoes from July until frost, and put up 8. gallons 
green tomato chow chow, 4 gallons sweet and sour 
tomato pickles and 8 gallons tomato sauce. We also 
put up 5 gallons beet pickles, and they say it was a bad 
year for growing vegetables. Understand we never 
used any water on this garden. We first spaded up the 
ground thoroughly, placed manure on it from our cow 
lot, and used Blood and Boiie commercial fertilizer on 
our onions, beans and tomatoes. We worked the ground 
thoroughly and kept a dust mulch all during the dry 
weather. After we gathered all the vegetables, we 
spaded up the ground again and sowed to turnips, mus- 
tard and spinach and to-day, Dec. 5, the ground is cov- 
ered in greens and more turnips than we can eat. 

Every family in Hot Springs who has a piece of 
vacant ground 50 feet square can raise all the vegeta- 
bles a family of six or eight can consume and put up 
enough to run you through the winter, what is to 
hinder the citizens from getting together and working 
out a plan by which all the vacant lots in Hot Springs 
can be utilized rather than have them grow up in un- 
sightly weeds? The boys and girls growing into man- 
hood and womanhood should be taught to work. There 
are a great many children that would like to be taught 
if they only had some one to teach them. Dr. P. P. 
Claxton of the United States Bureau of Education 
says the average child can make $50.00 to $100.00 on 
one-eighth of an acre of ground. 


HAMP WILLIAMS 


This is an idea worth copying. It is good busi- 
ness to get our names before the public as often as 
we can. There are all kinds of news items you can 
write that the local editor will welcome. If Hank 
Brown buys a big cast-iron kettle to scald hogs in, 
and tells you that he is going to convert six pigs to 
pork on Wednesday, you can write the news of 
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Hank’s purchase and its purpose, and string it out 
with a story on the importance of hogs to the com- 
munity. You can get hog statistics, numbers, price, 
increased danger of disease, hog food, etc. Mention 
the name of your store and your kettles just once 
and it will get by. Repeat your name four or five 
times and the editor will kill it. 

Bill Lee comes in, buys a new .35 Remington 
rifle. He discards an old 40-60. He tells you of the 
game he has bagged with the old gun. You can 
write a news item headed “What Bill Lee killed with 
the gun he discarded this week.” String it out. 
Every one in the district knows Bill. Then end your 
story with a statement that the old gun is worn 
out, and that it has been replaced by a .35 Reming- 
ton. Take a trajectory sheet and compare the speed 
of the .35 bullet with that of the old 40-60. Com- 
pare the shocking power, the penetration, and briefly 
tell the wonderful advantages of Bill’s new gun. 
End with the frank statement that he bought it at 
your hardware store. 

This news publicity can be worked every week 
on some one item. If you use advertising space 
regularly the publisher of your local paper will wel- 
come your news items just as the Hot Springs 
papers do Hamp Williams’, and like that progressive 
dealer you will keep your store so filled with cus- 
tomers that it will stand straight. 


Beware the Sitting Habit 


Beware the deadly sitting habit, 

Or, if you sit, be like a rabbit, 

Who keepth ever on the jump 

By springs concealed beneath his rump. 

A little ginger ’neath the tail 

Will oft for lack of brains avail; 

Eschew the dull and clothful seat, 

And move about with willing feet! 

Man was not made to sit a-trance 

And press and press and press his pants; 

But rather with an open mind 

To circulate among his kind, 

And so, my son, avoid the snare 

Which lurks within a cushioned chair; 

To run like hell, it has been found, 

Both feet must be upon the ground. 
—Salesmanship. 


Soind We to Be Held ii St. Lovie 


St. Louis, January 5, 1915. 


HARDWARE AGE: 

Gentlemen:—The Missouri Retail Hardware As- 
sociation and the Mississippi Valley Implement Deal- 
ers’ Association will hold a joint exhibit of hardware 
and implement specialties at the St. Louis Coliseum 
and also hold separate sessions of their respective 
conventions under the same roof as the exhibits, the 
week of January 19 to 22, inclusive, 1915. 

Over 75 per cent. of our former exhibitors have 
already engaged space for the coming convention, 
which is the best testimony that can be offered as to 
the volume of buying resulting from these exhibits. 

Over two hundred thousand dollars worth of goods 
was purchased on the floor of Exhibit Hall last Janu- 
ary, and from all reports received in the secretaries’ 
office, we are going to have a record-breaking at- 
tendance, both from Missouri and the several States 
comprising the Mississippi Valley Association. 

There will also be many new goods displayed, just 
being introduced on the market. Several demon- 
strations will also be given, among them a demon- 
stration by a cream separator company who will 
have several cows in the building and will give an 
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actual demonstration of separating milk as it comes 
from the cow. 

The Missouri Retail Hardware Association has 
grown in membership by about 200 members in the 
last few years and it now has on its roll over 600 
live hardware merchants. The growth of the asso- 
ciation has passed the experimental stage. It is 
steady and permanent and nothing can stifle it in 
the future. 

The program will consist principally of talks by 
our own successful members. J. M. Campbell, of 
Bowling Green, Mo., will talk on “Credits and Col- 
lections.” T. N. Witten, of Trenton, Mo., originator 
of the “Trenton Idea,” will give us a talk on “‘Com- 
munity Co-operation and Community Building.” 
H. P. Sheets, of the National Association, will talk 
on the “Price and Service Bureau” conducted under 
the auspices of the National Retail Hardware As- 
sociation. He will be ably assisted by F. C. Thorpe, 
of Versailles, Mo. Sharon E. Jones, former presi- 
dent of the National Association, will talk on “Store 
Arrangement, Equipment, Etc.” W.H. Bloomer, of 
St. Louis, Mo., will talk on “State Development.” 
F. A. Martin, of Minneapolis, Minn., wi!l talk on 
“Hardware Mutual Insurance.” He is now soliciting 
for the Minnesota Hardware Mutual in Missouri and 
has added many new members to the roll of the 
Missouri Association since he took’ the field in Oc- 
tober last. E. E. Mitchell, president of the National 
Association, and W. T. Woodward, of Carlinville, 
Ill., second vice-president of the National Associa- 
tion, will be with us and give some interesting talks 
on the workings of the National Association. 

Trusting you will give this space in your valuable 
paper and wishing you all the greetings of the sea- 
son, I am, Very truly yours, 

F. X. BECHERER, Manager. 


Hardware Demand in Europe and 
South America 


| Gnaente S. ALTER, secretary and export man- 

ager, American Tool Works Company, Cincin- 
nati, Ohio, a well-known manufacturer of machine. 
tools, recently returned from an extended trip in 
Europe. Mr. Alter was in Europe when war was 
declared, and as he has made several previous trips 
there for his firm he is well acquainted with busi- 
ness conditions in both England and on the 
Continent. 

Mr. Alter confirms reports that a large number 
of machine tools, mostly lathes, have been ordered in 
this country for the purpose of turning out muni- 
tions of war, and in his opinion this business cannot 
keep up indefinitely, and that after peace is declared 
there will be a large number of second-hand tools 
put on the market in Europe. However, an encour- 
aging feature of the situation is that American 
tools are being introduced in many shops where 
they were heretofore unknown, and eventually this 
is bound to bring in much future business after 
conditions have been adjusted. 

Several of Mr. Alter’s friends were somewhat 
curious to know what American manufacturers 
were doing to secure business in Spanish America 
that previously had been handled by German houses. 
His attention was called to the fact that hardware 
merchants in the countries south of us were large 
customers of German firms, especially in the line of 
granite and aluminum ware. Other hardware 
specialties were extensively imported from the other 
side before the war, and Mr. Alter believes that the 
American manufacturers should not overlook the: 
opportunity presented them. 
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The Man Who Comes to Look 
Around 


| aaa ns a traveling salesman, formerly with the 
Van Camp Hardware & Iron Company, 
Indianapolis, Ind.: 





DES MOINES, IOWA. 
Editor HARDWARE AGE: 

Dear Sir: I have been a subscriber of your very 
valuable magazine for the past three years, and a 
very diligent reader of same. I am not a man in- 
clined to make myself forward in matters that do 
not pertain to my individual business; but I have 
been reading with much interest your various 
articles entitled “The Man Who Comes to Look 
Around,” and have been caused to call to mind a 
little incident which I experienced when I was a 
clerk in a retail store. There was a certain man 
who would frequently come in to our store in which 
I was a new clerk, and when I would start forward 
to see if I could wait on him, the older clerks would 
say, “Oh, he don’t want anything, he just comes in 
to loaf a while,” but this suggestion upon their part 
did not stop me from approaching the man and 
entertaining him for a short time, and one time 
near Christmas I was showing him things that 
would make beautiful Christmas remembrances for 
a wife, a mother or a sister, and I sold him a nice 
set of silver table spoons for his mother. 

After that, there was no more saying, “Oh, he 
don’t want anything.” I think when a person comes 
in just to look they have something on their mind 
but are not decided, and plenty of interest or 
courtesy should be shown them. 

Yours very truly, 
D. M. RAMSEY. 


Prosperity Week 


BosTON, MAss. 
“The Man Behind The Counter”: 

I write to ask you to consider a plan which I 
believe will develop a big demand for manufactured 
goods and therefore provide employment for idle 
workmen and help relieve the present business de- 
pression. 

The idea is to create a country-wide get-together 
movement to induce the public to absorb more man- 
ufactured products. The campaign to be centered 
upon the retail dealers of this country who, as dis- 
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tributors of merchandise, stand closest to the 
people. 

We know that any dealer who seeks more busi- 
ness will surely be successful, if he adopts the mod- 
ern aggressive methods with which’ business men 
are familiar. 

I suggest that the business interests of the coun- 
try appoint a certain week in the near future to 
be known as Prosperity Week, or by any other 
suitable name. Let the trade press, boards of trade, 
dealers’ associations and others organize the retail 
dealers and induce them to make a strong effort to 
increase their sales during this week by advertising 
and selling quality merchandise at prices that will 
bring out the people and their money. 

On the other hand have the newspapers co-operate 
by arousing the people to participate and spend a 
little money to help create a job for some other fel- 
low, so that he, too, may join the ranks of the 
money spenders and help still another fellow. 

I feel that with the earnest co-operation of all 
we can develop a tremendous demand for factory 
products which will require much labor and provide 
business for the railroads and other corporations 
whose prosperity depends upon industrial activity. 

Will you please give this plan a little thought and 
if you consider it practical, use your influence to 
set the project in motion. 


Yours for prosperity, 
A. LAWRENCE MORSE. 


No one can question that there is merit in the 
proposition submitted by Mr. Morse. It is a fact 
that our business foundations are unshaken and 
that conditions are improved somewhat. Neverthe- 
less people need something to bring them out of the 
shells of conservatism into which they crawled af 
the first signs of a financial storm. 

A nation-wide sale, backed by the press, would 
work wonders. Whether or not the movement be- 
came nation-wide, there is an opportunity for each 
town. Any commercial club that is really alive can 
set such a movement going. The co-operation of 
every leading dealer in that town would be neces- 
sary, the newspapers could do their part. Special 
price inducements could be made to advantage. The 
hardware man, having completed his inventory, 
would be in excellent position to offer bargains in- 
telligently. 

We would be very glad to have the opinions of 
our readers, and would be more pleased if some 
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live retailer would write us how he has already 
taken the initial measures necessary to insure the 


suecess of the movement. 


Kansas Salesman Starts New 
Year Right 


“The Man Behind The Counter’: 
I wish “The Man Behind The Counter” a Happy 


and Prosperous New Year and thank him for the 


ideas and suggestions that have been given retail 
hardware salesmen the past year and hope that 1915 
will be all that he could wish for in his department. 

I am sending you under separate cover a photo 
of one of our Christmas windows and one of the 
advertisements that we ran in connection with same. 
We not only ran this in the papers but sent it out 
in circular form with our regular monthly sale 
circular. Enclose a copy of this circular for the 
December sale. 

We have a mailing list of some 800 farmers and 
out of town customers to whom we mail every 
month a circular on our special sale held from the 
15th to the 25th. 

We enclose with the circular advertisements of 
from five to seven manufacturers of goods that we 
carry in stock. From the inquiries we have had for 
different articles we are very well pleased with the 
success of the plan. 

The only trouble we have had is to get the manu- 
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facturers to send us enough advertising matter. 
When we ask for a thousand circulars we usually 
get from four to five hundred. 
Yours truly, 
ORRIN F. PECK. 
Ruhling Hardware Company, Salina, Kansas. 


We wish that we were near enough to Mr. Peck 
to emphasize our comment, “That’s the stuff!” with 
a hearty handshake. 

The window picture and the circulars he has sent 
are excellent and are going to be worth something 
to some other hardware man when we reproduce 
them in HARDWARE AGE. 

That monthly sales plan should appeal to a large 
number of retailers. We intend to give our readers 
further information on this subject. 

So many retailers waste the advertising matter 
generously supplied by manufacturers that it is no 
wonder these interests are inclined to reduce the 
amount of circular matter requested. However, we 
feel sure that those who learn the use that the 
Ruhling Hardware Company is making of the ad- 
vertising matter supplied will be very glad to in- 
crease the quantities being sent. 

Mr. Peck has been a valuable contributor to this 
department during the past year. He has started 
the new year right. We hope that other salesmen 
who are being benefited by the ideas given by the 
energetic Kansan will do their share to spread good 
sales plans. 





Showing Sample Line of Bird Cages 


HE problem of sampling bird cages is one 
di which perplexes many dealers. Too often the 
cages are almost hidden away on the top of 

the shelving or even in the space over show win- 
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A method for eee bird cages successfully used by 
J. Stahl & Son, Lansing, Mich. 


dows. Some dealers place hooks in the ceiling and 
suspend the cages from them. 
In any of the cases mentioned the methods are 


not satisfactory. The lack of proper display is 


certain to reduce the number of sales; the inac- 


cessibility of the stock does not encourage sales- 
men to show it, and, in many cases, a customer’s 
inquiry as to price is answered without showing 
the goods at all. Moreover, by placing the goods out 
of reach they are not dusted frequently, so that 
when a cage is to be shown it must first be cleaned 
or the customer’s hands become soiled in handling it. 

J. Stahl & Son, Lansing,-Mich., have adopted a 
simple plan in this connection which may be used in 
any hardware store and which, for cages of ordi- 
nary size, shows the goods to the best possible 
advantage. -A hoop, three feet-in diameter, is sus- 
pended from the ceiling by means of chains to such 
a depth that when the cages are hung from the 
hoop their bottoms are about seven feet from the 
floor. A hoop of the size mentioned will accommo- 
date 12 cages, a sufficient number for any average 
store to show. 

By placing this display at the hight mentioned 
any of the cages can be reached without the use of 
a hook, can be dusted without trouble, and plain 
price cards can be easily seen by customers. In 
addition the display is one which it is impossible 
to overlook if placed anywhere near the front of 
the store, and increased sales are sure to result. 
Where the merchant uses a center display of stoves 
or similar goods, with an aisle on both sides, the 
hoop may be suspended directly over this display. 
The goods may then be reached from the aisle, the 
hoop being turned to obtain those cages which do 
not hang directly over the aisle. 

In connection with increasing sales of bird cages 
it may be of interest to relate that one merchant 
has been successful in doing so through the pur- 
chase of several canaries which are kept in the 
store at all times. The birds require little attention, 
and their singing invariably attracts attention to 


the cages. 


THE B. B. NEAL HARDWARE COMPANY, INC., 120 
White street, New York City, has been incorporated 
with a capital of $25,000, with E. A. Hirshon, W. A. 
Wachter and B. B. Neal as incorporators. 








January 14, 1915 


Charles Rehburg Elected President 
of Cleveland Association 


To annual meeting of the Cleveland Retail Hard- 

ware Association was held January 8, and in 
connection with a business session, a very enjoyable 
buffet luncheon was served. The reports of the 
- officers show the association to be in a very satisfac- 
tory condition. H. B. McGrath, president, called 
attention to the fact that its membership has grown 
from 35 when it was organized three years ago, to 
over 100. 

President McGrath, who has been at the head of 
the organization since it was formed, and who is 
now vice-president of the Ohio Retail Hardware As- 
sociation, declined a re-election for the reason that 
much of his time is taken up in other organization 
work, and he thought that some other member 
should be given a . a to. head the organization. 

Charles Rehburg 9Was elected president to suc- 
ceed Mr. McGrath, and other officers were elected 
as follows: H. W. Stohlman, first vice-president; 
J. P. Krause, second vice-president; Phillip G. 
Wuertz, secretary; Frank M. Potter, treasurer; W. 
H. Schaefer, A. Aurbach, William Mischler, R. W. 
Patterson, J. C. Eucher, William Stohl, and H. 
Wyatt, directors; George J. Sherwin, and A. Heman, 
arbitration committee. 

A committee headed by F. M. Potter was selected 
to make plans for attending the annual state con- 
vention which begins in Cincinnati, February 16. It 
is planned to have the Cleveland dealers and those 
from cities in the near vicinity to go to Cincinnati 
either on a special train or to have special cars pro- 
vided for them. 

The association has just placed in operation its 
collection and credit bureau which is expected to be 
of much assistance to the members. In its crusade 
against Sunday opening of hardware stores, the 
association has just caused the arrest of two dealers 
and expects to keep up this fight until Sunday clos- 
ing is universal. A few dealers of foreign national- 
ity, with stores in districts largely occupied by for- 
eigners, have been making a practice of opening 
their stores on Sundays and some of the members of 
the association having stores in the same locality 
have also felt compelled to do some business on 
Sundays against their wishes. 






Obituary 


GEORGE C. TANNER, head of the firm of Tanner & Co., 
tinners’ supplies, Indianapolis, Ind., died at his home 
after an illness of several weeks. Mr. Tanner was born 
in Indianapolis in 1854. In 1878 he organized the firm 
of Tanner, Sullivan & Talbot, the firm later becoming 
Tanner & Sullivan, until 1904, when Mr. Sullivan re- 
tired, and the business was conducted by Mr. Tanner 
under the title of Tanner & Co. He is survived by a 
widow, a daughter and son, Gordon B., who will assume 
charge of the business. 


LESLIE H. ALLEN, well known in the hardware circles 
of Clinton, N. Y., died at his residence there recently. 
Mr. Allen had been suffering from diabetes for some 
time. He was born in Clinton 29 years ago, and after 
finishing school became identified with the hardware 
business of his father, the late H. J. Allen. Mr. Allen 
had always taken an active interest in the city’s welfare, 
and was connected with a number of fraternal organi- 
zations. He is survived by three sisters and three 
brothers. 


WALTER C. Nog, secretary of the Fuller & Johnson 
Mfg. Company, Madison, Wis., and a resident of this 
city for many years, died at his residence after an ill- 
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ness of a month’s duration. Mr. Noe was a member 
of the implement firm of Firmin, Billings & Noe, which 
firm was subsequently organized and incorporated as 
the Fuller & Johnson Mfg. Company, and Mr. Noe 
elected secretary, a position he held until his death. 


RuFus K. HIREMAN, for 38 years identified with, and 
later a director of A. Baldwin & Co., Ltd., died at his 
home in New Orleans, La., recently. Mr. Hireman was 
a native of Cincinnati, Ohio, and learned the hardware 
business in several large jobbing houses in that city. 
In 1878 Mr. Hireman came to New Orleans and became 
associated with the late Albert Baldwin, Sr., remaining 
with this firm until he became general buyer of the 
establishment, and a director of the company. 


J. B. GIRDLER, former president of the Louisville Tin 
and Stove Company, Louisville, Ky., died at his home 
recently, following an illness of two years. Mr. Girdler 
was in his eighty-first year. He organized the Louis- 
ville Tin and Stove Company twenty-six years ago, 
yr remained president of the concern until‘ he was 

orced to retire on account of ill health. 


RoBERT L. RAMSAY died at his residence in Chatta- 
nooga, Tenn. Mr. Ramsay was recognized as one of 
the city’s most successful hardware salesmen, and with 
others organized the Rogers-Bailey Hardware Company, 
remaining as a stockholder and director until his death. 


JOHN TRUSLOW, a retired stove manufacturer, and a 
resident of Brooklyn for many years, died recently of 
pneumonia at the home of his daughter, 168 Clinton 
street. Mr. Truslow was connected with numerous 
banking institutions, and is survived by a daughter and 
two sons. 


SAMUEL BIRCH, aged 74, of the firm of McKelvey & 
Birch, died suddenly. Mr. Birch formed a partnership 
with John McKelvey 53 years ago, and with the excep- 
tion of three years, had conducted business in the same 
location. 


THOMAS JEFFERSON, connected with the Fones Hard- 
ware Company, Little Rock, Ark., as buyer, and later 
as local manager of the Memphis branch of the Pitts- 
burgh Wire & Steel Company, Pittsburgh, Pa., died 
recently. 


SIDNEY H. CuRTIS, a pioneer hardware merchant of 
Waverly, Ia., died at his home in that city recently. 
Mr. Curtis was 85 years old, and had been engaged in 
business for 59 years. He opened the first hardware 
store in Bremer County. 


P. H. BAYLEY, a veteran dealer in hardware and 
stoves, died recently at his home in Dayton, Ohio. He 
had been in business for many years at West Alex- 
andria, Ohio. 


JACOB Fox died at his home in Philadelphia, Pa., 
aged 60 years. In 1880 he organized the Philadelphia 
Sashweight Company, and has since been at the head of 
the business. He is survived by a widow, two sons and 
two daughters. 


GEORGE BRYANT LORING, a member of the firm of 
Ordway, Loring & Ricker, of Boston, Mass., and one 
of the oldest hardware men in that city, died suddenly 
of heart trouble at his home at Dedham. Mr. Loring 
was 71 years old. 


DANIEL A. COFFMAN, of Paris, IIl., died at the Lake- 
side Hospital in Chicago recently, following an oper- 
ation. Mr. Coffman had been engaged in the implement 
business for over twenty years, and was a veteran of the 
Civil War. 


CHARLES P. MONAHAN, president of the National 
Woodenware Company, Chicago, Ill., dropped dead at 
his desk directly from heart disease. Mr. Monahan was 
in his sixtieth year. 

















THE WEEKLY REVIEW 


Articles on this Page Are Taken from the Press of the Country 


Jug-Handled Reciprocity 


HEN the United States was maintaining a 
high tariff against trade with foreign 
countries it was in a weak moral position 

to insist upon the “most-favored-nation” treatment 
from those countries. This point of weakness has 
been changed to one of strength by the downward 
tariff revision, and there is accordingly great time- 
liness in the address of J. Stevens Ulman before 
the Chamber of Commerce yesterday for an 
aggressive course in equalizing our commercial 
treaty relations. 

We have not only become fairly entitled to this 
“most-favored-nation” treatment in general. We 
have become the more entitled to equality of treat- 
ment as in the particular of patents. 

The foreign inventor can register his patent in 
the United States, pay one fee for a seventeen-year 
monopoly, and then do all of his manufacturing for 
this country in his own. But in England, France 
and Germany the American inventor must not only 
pay annual fees to secure his monopoly there; his 
manufacturing under the patent for each of these 
countries must be done there. 

This is a situation which mocks the sense of fair- 
ness in international business relations. Business 
cannot be jug-handled and continue. To a greater 
liberality in foreign-trade conditions on our part 
there must be response.from abroad if it is to go on. 
And there will be a response if we go out after it, 
as urged by Mr. Ulman.—New York World. 


Peace That Might Have Been War 


HE century of peace between Great Britain 
and the United States, celebration of which 
would now be in progress if the European 

war had not intervened, might easily have been a 
century of strife. 

To prove this it is only necessary to make the 
briefest reference to six great differences that have 
arisen between the American and British Govern- 
ments since the signing of the treaty of peace at 
Ghent on December 24, 1814. 

We might have fought over the Oregon boundary 
dispute; in fact, the war-cry here was “Fifty-four- 
forty or fight.” We might have fought over the 
Trent affair; in fact, there was a British ulti- 
matum. We might have fought over the depreda- 
tions of the Alabama; in fact, the United States 
was prepared to deliver an ultimatum in that case. 
We might have fought over the fisheries disagree- 
ment; in fact, there were fights. We might have 
fought over Venezuela; in fact, we did offer to 
fight. We might have fought over the Bering Sea 
and Yukon boundary controversy; in fact, there 
were men on both sides who hoped to fight. 

Not to mention lesser disputes, here were enough 
disagreements to have given us two wars for every 
generation, if means perfectly honorable to all con- 
cerned had not been found to reach a settlement. 
That such means could be found is the glory of the 
one hundred years, and it is a distinction that 
some day must be recognized and applauded by a 
world weary of slaughter and devastation. 

However thankful all may be for this fine 
record, neither branch of the great English-speak- 


ing races will find in it justification for excessive 
claims to superior virtue. The showing is due 
more to our good fortune than to our merit. We 
might easily have been misled. We have been as 
truculent as anybody else. We have been many 
times on the edge of hostilities. There has been 
no lack of provocation on both sides. Both of us 
have had our implacable jingoes. But we have 
escaped war because something in the fiber of both 
peoples, something in their reverence for law, 
something in their genius for compromise, made it 
possible even in the most desperate situations to 
reach understandings creditable to both alike. Above 
all else, both the United States and Great Britain 
have been ruled by an honest public opinion sus- 
tained by a free press. These were our inheri- 
tances. They have made us what we are. They 
are not likely to lead us astray. 

If both nations had been controlled by military 
castes; if both had been armed to the teeth; if 
both had worshipped force rather than reason; if 
aggression, revenge and reprisal had been cease- 
lessly taught, in place of one hundred years of 
peace and good-will we should have had one hun- 


dred years of bloodshed and hatred. 
—New York World. 


British 1914 Exports Off $475,- 
000,000 


ONDON, Jan. 7.—In 1914 England’s exports 

# shrank $475,000,000 and imports $355,- 

000,000, the Board of Trade reported to-day. 

In December exports decreased $85,000,000 and im- 
ports $20,000,000. 

An increase of nearly $40,000,000 in the imports 
of foodstuffs was offset by a decrease of $55,000,000 
in raw materials and manufactured goods, of which 
$30,000,000 was in cotton. 

The principal exports decreases were $10,000,000 
in coal and $30,000,000 in cotton, wool and textiles. 

The principal shrinkages in the year’s imports 
were $225,000,000 in raw material, of which $42,- 
500,000 was in timber; $75,000,000 in cotton and 
$25,000,000 in rubber. 

The chief declines were $55,000,000 in coal, 
$60,000,000 in iron and steel manufactured goods 
and $115,000,000 in cotton textiles—-New York 


American. 


50,000,000 Feet of Lumber for 
England 


ANSAS CITY, Jan. 7.—A lumber company 

kK here to-day signed contracts to furnish 

50,000,000 feet of timber—ties and mine tim- 

ber. The timber, it is said, will be shipped to Port 
Arthur, Tex., for transportation to England. 


San Francisco, Cal., Jan. 7.—Between this coast 
and the United Kingdom the rate for lumber is now 
100 shillings a thousand feet, provided vessels call 
at two ports, including London. If London is not 
included the rate will be 97s. 6d. The regular rate 
for one port of the United Kingdom is 95s.—New 
York American. 
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Improvement in Shipping Situation Promised—National Employment 
Bureau to Be Put Into Operation 
By A. A. CHENAY 


WASHINGTON, January 10, 1915. 


HE answer of Great Britain to this Govern- 

é ment’s shipping protest is now in the hands 

of President Wilson. The note, which is but 

a preliminary answer, was transmitted through the 

Department of State yesterday. It is of consider- 

able length, and in tone most friendly and concilia- 
tory. 

Denial is made in the note of any studied course 
of commercial interference with American com- 
merce, other than that found to be imperatively 
necessary. It is declared that no discriminatory 
restrictions have been placed against American 
shipping which do not apply with equal force to 
every other neutral nation. It also states that, in 
fact, the restrictions upon American commerce are 
really less exacting than those placed against many 
other neutral countries. 


Improvement in Shipping Situation Promised 


The British Government explains the necessity for 
a careful search of all ships and points to the dif- 
ficulties of searching the present-day liners at sea. 
One of the points complained of by this Govern- 
ment was the delay cdused through the convoy of 
suspected vessels to ports out of their route for 
purposes of inspection. This action, the British 
authorities declare, is made necessary because of 
the difficulties of conducting a thorough search at 
sea. 

The strict embargoes against re-exportation re- 
cently adopted by the neutral nations of Europe 
have made it possible for the British Government 
to promise much improvement to American export- 
ers in the matter of their neutral shipping. 


Approves United States Certification of Manifests 


Remedies for many of the difficulties which have 
arisen are daily being devised, Great Britain points 
out, and steps taken by the United States to certify 
manifests of ships showing clearly the contents of 
cargoes are expected to assist in removing causes 
for delay. 

The note does not discuss the question of con- 
traband, which was one of the principal points of 
the American protest. The British Government 
states that a discussion of this question is deferred 
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in order that the allies may be consulted and full 
and careful consideration given the matter. The 
intimation is that this question of contraband will 
form the subject of a later communication. 


Reply Is Inconclusive 


That the British communication is inconclusive 
in many respects and may lead to a further exchange 
of notes is the opinion in official circles here. High 
officials of the Administration state, however, that 
the dispatch of another note to the British Govern- 
ment depends largely upon events in the immediate 
future. 

If Great Britain indicates an earnest effort to 
prepare the second note promised, taking up seri- 
ously and in detail the demands of this Government, 
it is believed that no formal reply to the note re- 
ceived yesterday will be made. 

It is intimated, however, that if a dilatory spirit 
is manifested, and if no material concessions are 
forthcoming, this Government will not hesitate to 
“prod” Great Britain in a second note. 


Imports of Rubber Under Bond 


Arrangements have been made between this coun- 
try and Great Britain whereby dealers and manu- 
facturers in the United States may obtain supplies 
of rubber from the British Empire. The conditions 
under which exports to the United States will be 
allowed were announced yesterday. 

Manufacturers wishing to obtain large shipments 
will be required to give a bond through their agent 
in London. In other cases shipments will be al- 
lowed to approved manufacturers and dealers who 
signify their willingness to sign guarantees against 
re-exportation except to Great Britain or British 
possessions. 


President Wilscn’s Tariff Board 


The statement of the President, in his speech at 
Indianapolis, that the new Federal Trade Commis- 
sion will have all the powers and perform all the 
functions of a tariff board, has created considerable 
interest in Washington. It is admitted the Presi- 
dent has sprung a surprise upon many members of 
Congress, who apparently failed to discover the 
“joker” in the bill passed last summer. 
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Heretofore the general impression has obtained 
that this new commission, created primarily*for the 
purpose of co-operating with and supervising busi- 
ness enterprises in the United States, would content 
itself largely with helping corporations to keep with- 
in the limits of the anti-trust law, and assist them 
in extending their foreign trade. , 

It is now realized, however, that in addition to 
this work the commission, at the direction of Presi- 
dent Wilson, will fill a long-felt want for a board of 
trade experts to study and report to Congress on 
advisable changes in the tariff. 


Has Full Power to Investigate Tariff Question 


The new Federal Trade Commission, members of 
which will shortly be named by the President, is au- 
thorized and empowered to inquire into and report 
to Congress upon all the conditions of trade, the 
cost of manufacture, the cost of transportation—all 
the things which enter into the question of tariff— 
in foreign countries as well as in the United States. 

The commission is directed, furthermore, to in- 
vestigate questions of foreign combinations which 
may affect international trade between Europe and 
the United States. As stated by Mr. Wilson, in his 
Indiana address, the commission “has the full pow- 
ers which will guide Congress in the scientific treat- 
ment of questions of international trade.”’ 

The advantage which the Federal Trade Commis- 
sion will have in acting as a tariff board, if it de- 
cides to assume this function, lies in the fact that 
it will be constituted as a permanent body, and can- 
not be legislated out of office by a hostile:-Congress 
as was the late lamented tariff board of the Taft 
administration. 


Vote on Ship Purchase Bill This Week 


It looks as if the President will win his fight for 
a Government-owned line of commercial vessels. 
His challenge to the opposition in Congress will, 
undoubtedly, operate in favor of the measure and, it 
is now rather expected, the vote to be taken this 
week in the Senate will show a clear majority in 
favor of the plan. 

President Wilson has made it quite plain that he 
regards the ship-purchase bill as the most important 
feature of the legislative program now before Con- 
gress. He is pressing for its enactment, and has 
indicated that he would not hesitate to call an extra 
session if the proposition fails of passage at this 
time. 


A National Employment Bureau 


The Department of Labor will put into operation 
this week “a systematic method of helping the work- 
ingmen of America.” Through the establishment of 
a national employment bureau, reaching into every 
section of the United States, an attempt will be made 
to bring the jobless man and the manless job to- 
gether. 

Four executive departments will co-operate in the 
proposition—Postoffice, Agriculture, Commerce and 
Labor. The Postmaster will be the local agent of 
the bureau. He will receive applications for work 
which will be forwarded to the Department of Labor 
agent in charge of the zone in which the office is 
located. 

Secretary of Labor Wilson, in announcing the 
readiness of the system, states that the plan is not 
a mushroom growth, but the product of months of 
labor over details. Whether a curious coincident or 
so timed, the report of the committee working out 
the plan was laid before the Secretary of Labor and 
approved by him on Friday, the date of the Presi- 
dent’s speech suggesting such an establishment. 
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Stevens Price-Fixing Bill Again to the Front 


The Stevens Bill, which would permit the fixing 
of uniform resale prices on,.branded and trade- 
marked articles, is the subject of a hearing now 
being conducted by the House Committee on Inter- 
state and Foreign Commerce. 

Louis Brandeis, the Boston lawyer and economist, 
appearing as a representative of the Fair Trade 
League, was the principal witness at the opening 
session yesterday. He advocated giving the manu- 
facturer the right to restrict the resale price, pro- 
vided that no monopoly results from such conces- 
sion. 

An effort is being made to force action on the 
Stevens Bill at the present session of Congress, al- 
though it is considered unlikely that a definite vote 
on the question involved will be reached at this time. 


American Wringer Company’s 
Family Reunion 


HE American Wringer Company, New York City, 
following its annual custom of assembling 
salesmen and managers in New York at the begin- 
ning of the new year for a week’s conference and 
discussion of its business and plans for the next 
twelve months, wound up with a get-together din- 
ner at the Waldorf-Astoria, Friday night, January 8. 
W. S. Ballou, the president of the company, and 
also chairman of the executive committee of the 
United States Rubber Company, is a man of un- 
usually wide experience and breadth of view. He 
made a very enthusiastic address of an especially 
optimistic character regarding the business future 
in 1915, expressing his belief in a very early and 
quick recovery in business. 

There were also remarks of like character from 
the heads of each department to the company of 
twenty. 

The menu booklet of 12 pages, after presenting 
the nine courses was made up of paragraphs refer- 
ring to “Our President,” “Our General,” “Our 
Dean,” “The Last Word in Wringers,” and a dozen 
other similar references to members of the company. 

On the cover was a reproduction of the American 
flag and underneath the first verse of the Star 
Spangled Banner with the words “So Is Our Coun- 
try and Business in Peace and Prosperity.” The 
company’s slogan for 1915 is “Sit up and take no- 
tice.” The main toast was, “Here is to 1915. Forget 
the follies of 1914; grasp the glories of 1915.” 


A New Factory 


: Ree Fenn Manufacturing Company, Charlotte, 
Mich., recently completed a fine new factory 
building in that city and dedicated it by open- 
ing the doors to about two thousand guests who 
were entertained by music, speaking, etc. The 
rooms were tastefully decorated with autumn leaves 
for the occasion. Refreshments were served to the 
many guests, while a formal spread was served 


to the city officials and commercial club at 6:30. 


Later in the evening dancing was enjoyed by the 
younger guests. 

The new factory is one of the most complete and 
commodious buildings in Charlotte and is a credit 
to both the owners and the city. 


THE STANDARD MFG. COMPANY, Shelby, Ohio, has just 
moved into a new plant, 50 x 180, largely increasing 
its former capacity. The company’s growth during the 
past few years has made it necessary to provide larger 
quarters and room for further expansion. The firm 
makes sash locks, drawer pulls, spring floor hinges and 
checking hinges. 
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Prepared by Hardware Age Window Trimming Experts 


cle completes three of a series of practical 

designs of this character which are suitable 
for a showing of practically any line of merchan- 
dise. 

The three drapes which we have described and 
illustrated have enough variety so that they will 
answer for practically any decorative problem that 
you may meet with. 


Festoon Number Three 

Drape No. 3 is without doubt the simplest of the 
described festoons, and can be used to great advan- 
tage where quick work is necessary. You first 
mark the equal distances for the base of the drapes. 
Now place the cloth, giving two or three plaits at 
each base, carrying the same effect throughout the 
entire space festooned. 


O': festoon drape No. 3 illustrated in this arti- 


The Rosette Separate 
The rosettes for this drape are made separately 
and out of about a yard of goods sewed into the 
proper shape. These can then be quickly pinned at 
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| DEXTO 


Show owe made with a Soennecken pen and an illustra- 
tion taken from w HARDWARE AGE advertisement of 
the Peck, Stow & Wilcox Company 




























the base of each festoon, giving a finished appear- 
ance, as is shown on the right side of the drawing. 
This makes a quick and excellent festoon for drap- 
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Knife Sharpener 


iJ will keep it sharp 
QNa SQVE YOLtUs 
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Show card with the condensed brush Gothic alphabet 
for headline work and a HARDWARE AGE advertise- 
ment of the Carborundum Company 








ing long passages or hallways. A still further 
elaboration of this festoon can be made by cutting 
thin streamers about a yard and a half in length 
of the same material and allowing them to hang 
from the rosettes. 

In conclusion we will say that in order to be 
most effective all of these festoons must hang full 
from the wall. Six-inch blocks supporting the base 
of each festoon will give the desired result. 

By this remark we mean that very rarely fes- 
toons of this kind will show up to the greatest 
graceful advantage if not fulled against the back- 
ground surface. Six-inch strips about an inch in 
diameter will assist in building out the drape at the 
base or point on which the rosettes are made, and 
will not show because the rosettes will be large 
enough to hide the strips. 


The Illustrated Cards 


Our illustrated cards show fully the use of illus- 
trations taken from the advertising pages of HArRD- 
WARE AGE. It is surprising to note the many prac- 


tical designs that one can secure from a trade paper 
such as the HARDWARE AGE if he will but study 
the illustrations. 
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A drape, the simplest of the three described, and one that can be used to great advantage where quick work is 
necessary 
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Both of these cards are quarter sheets 11 x 14 and 
show the use of combination brush and pen letter- 
ing. The headline words were made with the 
brush, using the same style of lettering. The word 
“Pexto,” however, is the extended letter and the 
word “Carborundum” the condensed letter. This 
will give an idea of the possibilities in lettering 
with one alphabet. The remainder of the lettering 
is made with the Soennecken pen, using both the 
upright and slanted letter. 


Foreign Trade Convention to Assist 
Domestic Industries 


sis gereatenny prosperity through greater foreign 

trade” is the objective of the Secund Nation- 
al Foreign Trade Convention, to be held at St. Louis 
January 21-22, 1915, the first one being held in 
Washington’ May 27-28 last. 

Three thousand commercial and industrial or- 
ganizations, corporations, firms and individuals en- 
gaged in foreign trade, have been asked to send 
delegates. In writing to them James A. Farrell, 
president of the United States Steel Corporation 
and chairman of the National Foreign Trade Coun- 
cil, says: “The European war has demonstrated 
that our foreign trade, while small in comparison 
with domestic business, is a vital element in our 
domestic prosperity, and, therefore, of immediate 
concern to every citizen. Individual action however 
strong, cannot do justice to the present opportunity 
for its expansion. Co-ordinate effort of the entire 
nation, each manufacturer, merchant, banker, car- 
rier and all others, working together in harmony, 


Coming Hardware Conventions 


ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chicago, January 12, 13, 14. 15, 1915. L. 
D. Nish, secretary, Elgin. 

MISSOURI RETAIL HARDWARE ASSOCIATION AND 
MISSISSIPPI VALLEY IMPLEMENT AND VEHICLE AS- 
SOCIATION will hold their annual convention in St. 
Louis, January 19, 20, 21, 22, 1915. F. X. Becherer, 
secretary, 5136 North Broadway, St. Louis. 

PACIFIC NORTHWEST RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Spokane, 
Wash., January 20, 21, 22, 1915. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Waco, January 26, 27, 28, 1915. Henry Marti, 
secretary, Dallas. 

OREGON RETAIL HARDWARE AND IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Portland, Jan- 
uary 26, 27, 28, 29, 1915. Headquarters, Imperial 
Hotel, H. J. Altnow, secretary, Milwaukee. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, January 26, 27, 28, 29, 1915. 
M. L. Corey, secretary, Argos. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, February 3, 4, 5, 1915. P. J. 
Jacobs, secretary, Stevens Point. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Omaha, February 9, 10, 11, 12, 1915. Na- 
than Roberts, secretary, Lincoln. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Saginaw, February 9, 10, 11, 12, 1915. 
A. J. Scott, secretary, Marine City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION, Newark, N. J., February 9, 10, 
11, 12, 1915. Headquarters, Washington Hotel, 
Newark. New York City Headquarters, Hotel Mc- 
Alpin. W. P. Lewis, secretary, Huntingdon, Pa. 
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with a well defined national policy, will alone enable 
us to develop the possibilities now before us.” 

The convention will discard generalities and con- 
centrate on commercial problems created by the Eu- 
ropean war and those which will confront American 
foreign traders when peace is restored. 

John Bassett Moore, formerly counsellor of the 
State Department, who is the foremost American 
authority on international law, will discuss the 
effect of the war on United States trade, taking for 
his subject “Problems that Arise in War and Com- 
merce.” 

The Hon. William C. Redfield, Secretary of Com- 
merce, will open the convention. 

Instead of many features on the general aspect 
of foreign trade, the sessions will be divided be- 
tween authoritative papers by leaders in the busi- 
ness world and constructive discussion by delegates 
representing all sections of the United States. Ways 
and means whereby the smaller manufacturer or 
merchant may engage in foreign trade will have an 
important place on the program. 


Commercial Attache to Australia 


A NOTHER commercial attache of the Department 

of Commerce, William C. Downs, of New York 
City, has been appointed to represent the U. S. 
Bureau of Foreign and Domestic Commerce at Mel- 
bourne, Australia. Mr. Downs is a graduate of 
Philips Exeter Academy and Harvard University. 
He has been connected with various export interests 
and has traveled extensively, especially in South 
and Central America. 


TENNESSEE RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Memphis, February 10, 11, 12, 1915. C. 
C. Paris, secretary, Nashville. 

CONNECTICUT RETAIL HARDWARE ASSOCIATION 
CONVENTION, Meriden, February 16, 17, 1915. 
Harry G. White, secretary, Bristol. 

NEW YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Syracuse, February 16, 17, 18, 19, 
1915. Headquarters, Yates Hotel. John B. Foley, 
secretary, Kirk Building, Syracuse. 

THE IOWA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Des Moines, February 16, 17, 18, 19, 1915. 
A. R. Sale, secretary, Mason City. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Fargo, February 17, 18, 19, 1915. C. 
N. Barnes, secretary, Grand Forks, N. D. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cincinnati, February 16, 17, 18, 19, 1915. 
Headquarters, New Gibson Hotel. Jas. B. Carson, 
secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Boston, Mass., February 22, 23, 24, 
1915. Geo. A. Fiel, secretary, 176 Federal street, 
Boston. 

KENTUCKY RETAIL HARDWARE AND STOVE DEAL- 
ERS’ CONVENTION, Lexington, February 23, 24, 25, 
1915. Headquarters, Phoenix Hotel. J. M. Stone, 
secretary, Sturgis. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, February 23, 24, 25, 26, 1915. 
H. QO. Roberts, secretary, Metropolitan Life Build- 
ing, Minneapolis. 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Mitchell, March 2, 3, 4, 5, 1915. E. C. 
Warren, secretary, Pierre, S. D. 

FLORIDA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Petersburg, May 11, 12, 13, 1915. G. E. 
Noblit, secretary, Tarpon Springs. 


























Here’s to the Average Man 


Here is a toast to the average man, 
Patiently doing the best that he can; 
Working away 
For his average pay, 
And knowing he’s classed as an also-ran. 


Faithful and cheerful and brotherly, 
Making no boast of his honesty; 
Doing the right; 
As given the light, 
With never a taint of the Pharisee. 


Helping a neighbor in need of his aid, 
Marching light-heartedly, firm, unafraid; 
Taking the pain, 
The loss and the gain, 
The pleasure and sorrow, as part of the trade. 


Bearing the musket when need does arise, 
Following duty, expecting no prize; 
Doing his stunt; 
Bearing the brunt; 
Upright and looking all men in the eyes. 


Claiming no rights save as one of the clan, 
Fighting the fights that his leaders began; 
Plugging along 
With the rest of the throng— 
A pretty good scout is the average man. 
—W. G. Doty, American Blacksmith. 


“Horse Sense” 


SA DART was one of the “odd sticks” of a New 
England rural community. It was his boast that 
he “wa’n’t no fool even if he didn’t know nothin’.” One 
time a valuable horse belonging to a farmer in the com- 
munity went astray, and a liberal reward was offered 
for its return. Most of the men and boys went in 
search of the horse, but it was left for half-witted Asa 
to discover and return the horse and capture the re- 
ward. When some one asked him how he happened to 
discover the horse he said: 
“Wal, I said to myself where would I go was I a hoss, 
an’ I went there an’ it had. ”__Eachange. 


One Good Point 
A” old Scotswoman was famous for speaking kindly. 
No sheep was so dark but she could discover some 
white spot to point out to those who could see only 
blackness. One day a gossiping neighbor lost patience 
with her, and said angrily: 
“Wumman, ye’ll hae a gude word to say for the 
deevil himself!” 


Instantly came the reply: 
“Weel, he’s a verra industreeous body!”—Ez«change. 


Closed Season 
ICKVILLE POSTMASTER (after his visit to New 
York)—“Of course, it wa’n’ no use of me visit- 
in’ the Stock Exchange, for it’s been closed up tight 


for some time, you know.” 
Village Blacksmith—“Beats all how quick that there 


foot and mouth disease spread all over the country!”— 
Puck. 
Thirty All Told 
He was 78 years old, the father of 29 children and 
a Civil War veteran.—Bentonville (Ark.) Sun. 


Always Truthful 


ee your husband ever lie to you?” 
“Never.” 

“How do you know?” 3 

“He tells me that I do not look a day older than I did 
when he married me, and if he doesn’t lie about that, 
I don’t think he would about less important matters.”— 
Houston Post. 

Why Farming Is Expensive 
¢¢LYARM products cost more than they used to.” 
“Yes,” replied the farmer. “When a farmer 

is supposed to know the botanical name of what he’s 
raisin’ an’ the entomological name of the insect that 
eats it an’ the pharmaceutical name of the chemical 
that will kill it, somebody’s got to pay.”—Anderson 
(N. C.) Intelligencer. 


Honesty the Best Policy 
IM—‘“Honesty is the best policy, after all.” 


Bill—“How?” 
“Remember that dog I stole?” 
ei as 


“Well, I tried two hull days to sell ’im, an’ no one 
offered more’n five shillings; so I went, like a honest 
man, an’ guv him to th’ ole lady what owned ’im, and 
she gave me a suvrin.”—Exchange. 


Calling His Attention 
LITTLE boy, who, on account of his naughty be- 
havior, was about to get a thrashing left his 
mamma’s room and went to his own. Kneeling down 
beside the bed, and with hands clasped, he offered - p 


the following prayer: 
“If you please, Dod, if you are as good to little chil- 
dren as they say you are, now’s your chance.—EFxr- 


change. 
A Slander 


ATAN was furious. 
“I’m going to sue General Sherman for libel,” he 


thundered. “Hell may be hell, but it isn’t modern war 


by any means.” 
Thus we see that there is a limit even to epigrams.— 


Philadelphia Ledger. 


Emergency Rule 


EACHER: “And now, who can tell me why we 


should always be neat and clean?” 
Little Lizzie: “In case of accident, ma’am.”—Exzx- 


change. 


Crossed Wires 


66 jg they’ve got a new contrivance for reducing 
adiposity.” 
“Dear me! There won’t be a city in Europe when 
this awful war is over.”—Buffalo Express. 


Home Attractions 


W. J. Callison—Everything That Makes the Home 
Attractive—House Furnishings—Jewelry—Undertaking 
and Embalming.—Adv. in Program, Middlesboro, Ky. 


New Brand 


Innocent Old Lady—“I heard a great deal about this 
tango tea nowadays. How much is it a pound?”— 


Exchange. 
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EDITORIAL COMMENT 


Easy Money and the Easiest Way 


ASY money is the twin of the easiest way. 
The desire for them is born of indiffer- 
ence or laziness in nearly every instance. 


The man who is trying to get something for 
nothing is pursuing a will-o’-the-wisp, and if 
he continues he will soon find the bog of busi- 
ness failure sucking hungrily about his feet. 


It really seems hard for people to learn that 
nothing worth obtaining can be secured without 
effort. Business achievement is erected upon a 
foundation of practical experience obtained by 
honest endeavor. If the foundation is not prop- 
erly prepared there can be no permanence to 
the structure. 


When a house is to be erected men first dig 
into the ground that a firm foundation may be 
made. The larger the building the stronger this 
base must be, and if a six-story structures is 
placed upon a two-story foundation the fact 
soon becomes known, people avoid the place and 
condemn it and the project is a failure. 


And this is very true in business life. Some- 
times a man gains sudden prominence and an 
important position, and we attribute his rise to 
“luck” and speak of the “soft snap” he has and 
the “easy money” he makes. Then, if we go 
into the matter, we find that this man has care- 
fully prepared by diligent labor for the position 
he holds. If he has not he will be unable to 
measure up to the requirements of his task. 


Actual success is gained in a very brief 
period, but it takes years of hard work to be 
ready to accept success when it becomes possible 
for us to attain it. The farmer gathers in a 
few weeks the fruits of his year’s labor. 


Sometimes young men give up positions in 
hardware stores because the pay is small and 
the work hard. They go to work where better 
salaries are paid and where the work is easier. 
When we analyze these new positions we 
find that they hold little promise of future 
betterment. 


Such men are seeking easy money. Possibly 
they leave hardware positions paying forty dol- 
lars a month for others at seventy-five. Yet, if 
they would only look ahead, they could see that 
the best salary paid for the second class of work 
is little more than one hundred dollars. 


In the final accounting of material accom- 
plishments the salary earned during the first 
ten years of a man’s career is of small con- 
sequence. If he builds for the future his earn- 
ings during the second decade of his business 
life will be more in a single year than he earned 
in three during the period of preparation. 


Employers do not pay attractive salaries for 
minor positions without reason. When we see 
what the young man considers a good salary 
paid for easy work we may know that the 
employer has placed an attractive premium on 
that position because it holds nothing in store 
for the future. And the young men who accept 
such work do so either because they are too lazy 
to build business foundations or they are indif- 
ferent to their futures. 


This question of the easiest way is not a mat- 
ter for the consideration of employes only. 
Many merchants are sacrificing possible profits, 
some are imperiling their business structures 
upon the same altar. 


Naturally the easiest way to buy goods is to 
hand a list of articles to a salesman and allow 
him to charge what he sees fit. The easiest way 
to sell those same goods is to merely wrap them 
up when a customer asks for them. The money 
made from such transactions is necessarily easy 
money, for it is made with little or no effort 


The more substantial ways to carry out the 
same transactions would be to make a deter- 
mined effort to secure the lowest possible price 
on each article and to display energy in en- 
deavoring to persuade customers to purchase 
the goods. 


It requires labor to buy properly, just as it 
does to sell correctly or to learn well or to do 
anything else right. 


Here is a concrete example: Two merchants 
in very similar circumstances, with similar 
problems, were offered the services of a buyer 
without cost. One of these merchants wrote 
many letters to the buyer. He told the quan- 
tities that he had been buying, the prices he had 
been paying. If the buyer secured a price that 
was not low enough this merchant wrote again 
and stated the facts. In a short period of time 
this dealer wrote nearly fifty letters, but the 
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saving effected in his buying showed a profit 
of nearly three dollars on each letter. 

During this same period the other man did 
not write a single letter, did not even acknowl- 
edge the letters which were written to him. If 
he saved a penny the fact is not known. 


What is the answer? Which of these two men 
is doing business in the easiest way and which 
is building extra profit? 


Since time began some men have been bury- 
ing their talents and others have been using 
theirs for added profit. The time has come in 
the hardware trade when those buried talents 
must be unearthed and put to work, for large 
competitors are bringing the day of accounting 
closer to every one each day. 


The Postal Surplus 


HE Postmaster General, A. S. Burleson, in- 
‘A forms Congress that his department is on 
a self-sustaining basis for once. This 
agreeable statement is emphasized by the claim 
that, barring abnormal business depressions, 
the department will continue to show a balance 
on the right side of the ledger. 


This pleasant news will doubtless be wel- 
comed by our millions who have taken active 
interest in the plans which have been adopted 
or suggested for the assistance of this ailing 
member of our governmental organization. 
However, Mr. Burleson’s claim will probably be 
taken with considerable additions of salt when 
it is remembered that his predecessor made 
similar statements, which it became the present 
Postmaster General’s pleasant or unpleasant 
duty to refute. In support of his position at 
- that time Mr. Burleson charged that the alleged 
surplus was obtained by what really amounted 
to a juggling of figures which showed a paper 
profit whereas a deficit really existed. 


It is not strange therefore that some skep- 
ticism should be evidenced in the present case, 
and especially so since the Postmaster General 
endorses certain increases in mail carrying 
charges without proposing a decrease in other 
rates. If the postal service is now self-sustain- 
ing there is no occasion for raising rates merely 
to increase the surplus. It is the duty of the 
government to supply all service at the lowest 
possible cost rather than to increase its profits. 


It is no more than natural to wonder if the 
Government, with its present systems, is really 
able to ascertain whether or not any service is 
actually self-supporting. If this can be done 
the taxpayers would doubtless welcome cold 
facts rather than glittering generalities. 
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We have a habit of believing the things which 
it pleases us to believe. The mail order houses 
are possibly convinced thoroughly that the par- 
cel post system is self-supporting and of great 
service to the country at large, but there are 
more actual voters than such interests represent 
who differ. 


The people whose money goes to finance our 
Government have a right to know actual con- 
ditions. They should be shown conclusively 
which branches of the departments are profit- 
able, and in making such an analysis the service 
rendered to the country at large should be con- 
sidered just as much a factor in determining 
the rates to be charged as the actual income 
from such a department. 


Actual facts will prove more convincing than 
mere statements which, in view of past ex- 
periences, may be rightly questioned. 


Friendship in Business 


NE who is actively engaged in business is 
@ brought into contact with all sorts of peo- 
ple and under a great variety of condi- 
tions and circumstances. Some of these per- 
sonalities are uncongenial and there are many 
things of a disagreeable character which have 
to be encountered. One of the practical prob- 
lems which comes home to every business man 
is the acceptance of these conditions and the 
making of the best of them. 


One might easily permit himself to dwell on 
the unworthy or disagreeable side of commer- 
cial life and even yield to the tendency which 
prevails at the present time to exaggerate the 
evils of business and the trickery, hard dealing 
and unscrupulousness which are so freely 
charged against industrial and commercial life. 


So, too, so far as the personality of business 
men is concerned, there are those, it may be 
conceded, whom one would not select for inti- 
mate relations or warm friendship. A lack of 
congeniality would raise barriers. On the other 
hand, it should never be forgotten that in the 
business world there are men who will compare 
well with those in any walk in life, so that for 
those engaged in trade there are opportunities 
to get into close and friendly relations with 
men whom it is a privilege to know. In such 
acquaintances and friendships will be found an 
ample compensation for the difficult and dis- 
agreeable things which must be encountered, as 
well as for the monotony, and the perplexities 
which are inseparable from commercial life. 








PUBLICITY FOR THE RETAILER 


A Backward Glance at Some Christmas Publicity 


An Echo of August, 1914 
No. 1 (3 cols. x 10 in.) —The only true way for us 
to appreciate our state of being in this worldly life 
is by means of comparison. 


This applies with equal 


i « 2a-> > 





VER in the “Old Country” there js a little child hugging 
O a doll tightly in her arms. ‘That doll came from America. 
Some sympathetic person in our big republic, maybe it was 
you, reached across the wide expanse of biue ocean that 
[wr] separates the shores of our beautiful, peaceful land from those 
of -war-racked Europe, and placed the doll in her hands. 

This little child, with the closely clasped doll, huddles 
against the skirts of her mother and mutely watches her. The mother 
@ plain woman of the common people, sits with her face buried in her 
coarse, but clean, blue apron.” The woman is not weeping. has 
wept her full long ago, and now but dumb sorrow remains. 

- This cold, rough room is not the little girl's home. Her home has 
bens burned to the ground—all that was not fist destroyed by the 
terrible oy of civilized men waging a. deadly combat. 

Why her home was burned, why she and her mother were forced 
to leave "wih a pitifully small handful of belongings and flee to risk 
the chance hospitality of strangers, the little girl does not know; neither 
do you or we for that matter. - Only men high in the councils of great 
empires can adequately answer that question. For us it is merely sufh- 
cient that it is so. 

The little girl remembers one day when the postman left a letter 
at the door. “ The father’s look became stern and grim, the mother's 
face turned white. The next day the father left with many of the 
men in the village: The little girl was told that it was war. He never 


came back. 
Then one morning the little girl heard distant thunder. This was 











= 


y cunots as there was a blue sky. Ail day long thé omnious muttering 
atl continued, and the villagers left their work to congregate in the diminu- 
¥ } tive square. They would converse in tense, low tones, and afrightedly 
‘ily watch the far horizon. At evening a group of tired, dirty, armed men 
/ 4) tode into the tiny street and warned the simple folks to leave. They 


did, possibly, forever. 

"This, and the doll from far away America, is the Christmas for one 

little girl—how about your little girl's? And at the question you have 

a clutch of the heart-strings and the inward thought, “God forbid that 

my little child, our little child, the children of this land, shall ever have 

such a Chriistmas, or their children’s children, even to the last generation.” 

Friends, this past year may not have been all that we selfishly would 

have liked it to have been: Maybe we didn’t sell quite as much hard- 


had hoped to do. But while our home circles are intact, beneath our 
mug, warm roofs, Wi es Leatly scieey Get we ase is amed, sad 
warmly clasp anew the hands of fellowship while we wish one another 
Xmas and a Happy New Year. 





36 Commerce St. 


——_— ta as 
(22 — onl <2 “ 


No. 1—A well written appeal 


force to the business man representing industry and 
to the individual representing the social status. And 
yet this means of figuring out one’s lot in life is 
seldom made use of. If there is any real compari- 
son at all, it is generally made with those who have 
progressed somewhat further than we, ourselves, 
have. And unless this sort of comparison is done 
with the thought of self-improvement, it isn’t com- 
parison at all, but that green-hued state of mind 
which we term envious. Here is a little preachment 
in the form of an ad, which shows us the value of 
comparing our own condition with the condition of 
those less fortunate than ourselves. The Tullis 
Hardware Company chose the one time of the year 
when such a thought would be received and acted 
upon, if it ever would. The ad came to our hands 
too late for use during the actual holiday season, but 
we think it well worth reproducing at any time. It’s 
a well-written appeal and an echo of the saddest 





You Should Be Happy----We Are 


ware as we wished, or you failed to increase your bank balance as you 


TULLIS HARDWARE COMPANY 
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event in the world’s history. This ad brings to 
mind a few werds said to us by a prominent hard- 
ware man and his thought is reassuring to start the 
new year with. He said: “Any merchant who has 





ERIE HARDWARE CO. 


“WHAT CAN I GET FOR —..?” 


With the amount you want to spend in mind, the 
lists below will give you'a number of suggestions 
for gifts that can be bought at that price. 





At 25 At 50c 
Safety Razors. Boys’ Tool Chests, 
maa may? Sets. Club Ice Skates. 
aving Soap. Ss. 
Pocket and Pen Knives. senee Tavs 


Butcher Knives. 
Bread: Trays. 
Serving Trays. 
Aluminum Kitchen 


Coffee and Tea Pots. 
Aluminum Pans. 
Silver Spoons. 

























Ware. Roller Skates. 
| p Tea and Coffee Pots. Pocket Knives: 
Md Thermometers:’ Razor Hones. 
re Kitchen Meat-Saws. Hammers. 
\ | Knife Sharpeners. Butcher Knives. 
iE A Child’s Silver Set. Cobbler Outfits. 
ida] | Fishing Tackle. Shears. 
i | Christmas Tree Stands. Razors. 
i Lather Brushes. Safety Razor Blades. 
Pi Razor Strops. Tree Stands. 
ha At 75c At $1.00 
aN Sleds. Casseroles. 
"| Skates. Tea Kettles. 
“| Express Wagons. Hand Saws. 
| Fern Dishes. ‘meng , 
ie | Butcher Knives. somal ose ond 
Ip Pocket and Pen Knives. f£xercisers. 
Nn Aluminum Pans. Skates, Ice and Roller. 
Pig] | Cigar Jars. Express Wagons. 
Bly | Ice Skates. Sleds. 
a Carpenter Tools. sag hong Pots. 
ny — Tools. Crumb Trays and Scrap. 
Nn , ers. ; 
4 | Butcher Knives. Cobbling Outfits. 
Ma | Knife Sharpening Steels. Butcher Knives. 
‘4 | Tea Kettles. Child’s Silver Plated 
iN Dog Collars. Sets. 
Ly Crumb Trays. Roasters. 
b Razor Hones. Flat Iron Sets. 
ti Cake Griddles. Cuspidors. 
fa | Flashlights. - Food Choppers. 
ea, | Patent Knife Sharpeners. Razor Stroppers. 
| Child’s Silver Set. Watches. 






GOOD HARDWARE AT RIGHT PRICES. 


ERIE HARDWARE COMPANY 


1220 State St. Open Every Evening Until Xmas. 














No. 2—This is just different enough in make- 
up to insure a careful reading 

increased his business during this war-ridden year 
may consider himself as having achieved a wonder- 
ful success; any merchant who has come out even 
with the year may rightfully feel blessed with ex- 
ceptional good fortune; and any merchant who has 
lost only 20 per cent. on the year may consider him- 
self lucky.” This ad of the Tullis Company ad- 
vances the same thought in a way entirely fitting to 
the holiday season of the year. 


A Happy Suggestion in This Ad 


No. 2 (2 cols. x 10 in.)—This ad, sent us by the 
Erie Hardware Company, Erie, Pa., does mighty 
well as an Xmas ad, and the arrangement suggests 
a good layout for an every-day hardware ad. Why 
not run an ad of this sort, at intervals, as a pur- 
chasing reminder to the public and also as an illus- 
tration of the power of small amounts of money in 
buying hardware? This ad is just different enough 
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in make-up to insure a careful reading, and every 
person who reads will have a very fair idea of cer- 
tain lines of hardware that you carry in stock. An 
ad of this sort should switch some trade that has 
been going to the department store to your em- 
porium. 





aS 
Sensible 
Xmas Gifts 


One man, who for four 
years has purchased sensi- 
ble gifts for his family, 
came here again this year. 


If you believe in worth- 
while gifts you will be do- 
ing the same. 





Enjoy Using 
Such 





Coffee percolators adapt 
themselves quickly in any 
household where coffee is 
used. 


Any ,lady would -enjoy 
using One of these simply 
because they produce bet- 
ter coffee. 


They form a leading 
number of our Royal Roch- 
ester and Universal lines. 
They are first cousins to 
the casseroles and chafing 
dishes in popularity. 


Why not examine the 
many 4 eg we have at 
$1.75 to $11.00. 

Some are electrically heat- 
ed; others have fuel lamps 
that are safe. 


Tea Ball Tea Pots and 
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Turn Here 
For Gifts 


Turn here for the Christ- 
mas gifts of use. We area 
hardware store that’s just 
a “dandy Christmas store.” 
Sensible—not foolish — 
gifts for every member of 
your family will be shown 
you. 


This Would 
Be Used 








Royal Rochester 


Casseroles 
Extremely Useful 


Any housewife would 
welcome one of these cas- 
seroles. They retain all 
the savory juices of the 
meat and vegetables. They 
will make an unusually sa- 
vory dish of fish, steak, 
game or fowl. 


These we now show are 
handsomely mounted. They 
will appeal strongly to 
your wife, mother or mar- 
ried sister. Just from the 
the “practical” standpoint 
they will delight any house- 
wife. 


Extraordinarily attrac- 
tive new patterns in casser- 
oles are here now, priced: 


$1.50 to $5.50 





all the other ideal gifts in 
the Royal Rochester and 
Universal wares are here. 


= DURKEE & 








= DURKEE ¢ 


18 North Main 8t. 
13 North Main St. 


No. 3—A model of good No. 4—These_ single 
typography column layouts may be 
adapted to different ar- 

ticles of hardware 




















Artistic Typography . 


No. 3 (1 col. x 10% in.)—This ad comes to us 
from E. L. Durkee & Company, Gloversville, N. Y. 
The ad is a model of good typography and it repre- 
sents economy of space as well. The Durkee com- 
pany adopted this size space for their holiday adver- 
tising, and the success that they have attained in 
this single-column layout would seem to indicate 
that the space can be profitably continued for the 
store’s regular line of advertising. The generous 
margin on the sides serves to separate the ad from 
surrounding copy and the wide paragraph spacing 
makes for ease in reading. The illustration bright- 
ens up the ad wonderfully and the border design top 
and bottom gives the ad a definite form on the news- 
paper page. Take out the Christmas thought and 
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you have a rattling good percolator ad. Note the 
display of price. 


Another Well-Designed Durkee Ad 


No. 4 (1 col. x 10 in.)—Here is another ad from 
the Durkee Company. The same artistic arrange- 
ment of type and illustration has been adhered to 
and the ad serves to illustrate how well these single 
column layouts may be adapted to different articles 
of hardware. Note that each of these Durkee ads 
carries a center display which breaks up the stretch 
of text and makes the whole ad much easier to get 
into. The holly border of course carries a holiday 
significance, but another border of about the same 
weight of design may be easily had to use with the 
regular advertising. : 


Utilizing the Cartoon 


No. 5 (2 cols. x 6 in.)—From L. Freye’s Sons 
comes this cartoon illustrated ad. The cartoon livens 
up the ad but it does not strike us as a good ac- 
companiment to the dignity of the text. The two 
seem to fight each other. For such an illustration, 
the text should have contained a few sentences in 
lighter vein leading up to the real durability 








ITS THANKSGIVING ALL THE YEAR ROUND 
WITH AROUND OAK CHIEF STEEL RANGE; 
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| PRICE cannot seriously recommend a Range for 
your consideration, for you justly expect it to last 
a lifetime.. The purchase of a 


ROUND OAK STEEL CHIEF 


takes away all chancés and uncertainty, and assures 
you of every convenience as well. 


L. FREYE'S SONS iris 


522-524 LAKE STREET - - - PHONE 633 











No. 5.—Cartoons and text seem to fight each other 


thought. The text is very general in nature al- 
though well written. The ad, as it stands, is more 
a reminder announcement than a strong selling 
appeal. 


Gould Company Dines Employes 


; M. W. Gould Company, Moores, Pa., and 
Swarthmore, Pa., gave its annual dinner to its 
employes recently. Thirty-two employes were pres- 
ent and the president, Milo W. Gould, presided. 
William Wunderlich, general manager, presented 
a paper referring to the year’s business, co-opera- 
tion, defective work, etc. This was followed by a 
general discussion on the part of the employes. 
As a mark of the employes’ esteem for Mr. Gould 
they presented him at the dinner with a fine 


raincoat. 











Trade Conditions and Iron, Steel and Hardware Prices 





The year 1915 has opened up in the steel 
trade with the outlook for volume of tonnage 
better than at any time for some months. 


The local hardware trade is getting over 
the holidays, stock-taking periods and annual 
conferences with the traveling men, so that 
business is now ready to go forward. The 





MARKET SUMMARY FOR THE BUSY READER 


large manufacturing concerns in the Pitts- 
burgh district that make goods for the hard- 
ware trade believe that business this year will 
be heavier than last. 


Business men in the West express them- 
selves hopefully, and are having a fair busi- 
ness now. 
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Office of HARDWARE AGE, 
Pittsburgh, Pa., January 11, 1915. 

HE year 1915 has opened up in the steel trade, with 

the outlook for volume of tonnage brighter than at 
any time for some months. It is believed that the 
amount of new business closed by the mills in December 
was heavier than generally supposed, most of it being 
for delivery in first quarter of 1915, but some for second 
quarter shipment. Where the mills took orders for sec- 
ond quarter delivery they were able to get about $1 per 
ton advance over prices charged for the first quarter. 
It is probably true that a very large amount of new 
business in shapes, plates and bars was closed at 1.05c., 
Pittsburgh, but some business was also secured at 1.10c. 
At present mill operations are on a 40 to 45 per cent. 
basis, but it is believed that this rate will soon increase, 
as the mills will soon start to roll on the orders they se- 
cured in December. Some in the trade believe that by 
the first of April the mills will be running to at least 60 
per cent. and perhaps more. 

The daily press is prone to exaggerate very much the 
amount of buying by the railroads, especially in steel 
cars and steel rails. It is true that some fairly large or- 
ders have been placed for both steel rails and steel cars, 
but they are nothing like as heavy as the daily press 
would have us believe. The largest single order’ for 
steel rails was one for 40,000 tons placed by the Louis- 
ville & Nashville railroad with the Tennessee Coal & 
Iron Company. The Pere Marquette has bought 10,000 
tons and the Philadelphia & Reading has placed possibly 
10,000 tons, of which 2500 tons was taken by the Carne- 
gie Steel Company of this city. The Carnegie Company 
also took an order the other day from Greece for 5000 
tons, and also for 130,000 steel railroad ties. These lat- 
ter will be rolled at the Duquesne Steel Works of the 
Carnegie Steel Company. The Pennsylvania Railroad 
has come in the market for 170,000 tons of steel rails 
for delivery through 1915, and the order will likely be 
divided between the Carnegie Steel Company, the Cam- 
bria Steel Company, the Bethlehem Steel Company and 
the Pennsylvania Steel Company. This has been the 
policy of the road in former years in placing its con- 
tracts for steel rails. It is estimated that the active in- 
quiries now in the market for steel rails aggregate 250,- 
000 tons, but it may be some time before all this busi- 
ness is placed. 

There has been very heavy buying of railroad spikes 
by the railroads in the past two weeks, and a large 
amount of business is still under negotiation. The 
Pennsylvania Lines West has bought 20,000 kegs, the 
Baltimore & Ohio 10,000 kegs, the Wheeling & Lake Erie 
2000 and the Vandalia lines 2000 kegs. It is estimated 
that there are inquiries out now for close to 100,000 
kegs which are expected to be closed in a short time. In 
regard to car orders the only large order placed was one 
for 1000 steel hopper cars placed with the Cambria Steel 
Company by the Baltimore & Ohio Railroad and 1000 
box cars placed by the same road with the Mt. Vernon 
Car & Mfg. Company of Mt. Vernon, Ill. The Baltimore 
& Ohio also has options on a similar number of cars and 
may buy them‘before long. There have also been some 
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smaller orders for cars, and reports are that the Penn- 
sylvania and the Baitimore & Ohio will buy many more 
cars this year than they bought in 1914. 

An encouraging feature of the situation is that the 
orders of the United States Steel Corporation showed an 
increase in December over November, orders in Decem- 
ber running nearly 30,000 tons per day, the heaviest rate 
for some months. Figures published on January 1 show 
that the output of pig iron in the entire United States 
in 1914 was only 23,300,000 tons as against 30,966,000 
tons in 1913 and 29,727,000 tons in 1912. These figures 
show graphically the falling off in the steel business in 
1914, but it is believed the output of pig iron in 1915 will 
show a heavy increase over last year. With only mod- 
erate purchases on the part of the railroads the steel 
mills should be able to operate in 1915 to an average of 
at least 75 per cent., and this rate would necessitate an 
increase of 25 per cent. in pig iron over the output of 
last year. 

The local hardware trade is getting over the holidays 
stock-taking periods and annual conferences with the 
traveling men, so that business is now ready to go for- 
ward. The large manufacturing concerns in the Pitts- 
burgh district that make goods for the hardware trade, 
such as the McKinney Mfg. Company, the Oliver Iron & 
Steel Company, the Graham Nut Company and the Gar- 
land Nut & Rivet Company, report that the outlook for 
business this year is good, and they all believe it will be 
heavier than last year. Prices are expected to remain 
low in the first half, in fact large contracts have been 
taken for first quarter and first half shipment at low 
figures; but if the volume of business is good there is 
prospect of getting higher prices in the second half. 

The traveling men are out on the road again, and or- 
ders are coming in in fairly good volume. Spring buying 
will soon open up, and the outlook is good. Stocks are 
very light everywhere, and it will take heavy buying to 
replenish them. Money is plentiful, collections are re- 
ported as fairly good, and this, taken with the splendid 
prospects for a heavy foreign trade, there is no reason 
why the new year in a business way should not show 
great betterment over last year. 

The many friends of the Logan-Greeg Hardware Com- 
pany of this city will be glad to learn that this concern 
has about completed a deal for a very desirable piece of 
property on Ninth street, in this city, on which it pro- 
poses to erect a large building for its business to take 
the place of the one on Seventh street that was de- 
stroyed by fire last summer. Active work will likely 
start in the early spring, and the company intends to put 
up a building that will be modern in every way and that 
will take care of its growing demands for many years to 
come. 


WIRE NAILS.—Mills report that the new demand is 
better, and there is now some contracting being done 
for delivery over the next 60 and 90 days. There is 
also some foreign demand for wire nails, and there is 
more activity in the trade than for some time. Prices 
are fairly strong, wire nails being held at $1.50 to the 
large trade in carload lots. It would not be surpris- 
ing if an advance in prices of wire nails is made in the 
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near future, as this has been the custom in this trade 
to put up prices after the trade is pretty well covered 
for some time ahead. 

We quote wire nails as follows: In carload lots to jobbers, 
$1.50 f.o.b. Pittsburgh, freight added to point of delivery. 


Jobbers charge the usual advances over these prices for 
small lots from store. 


CuT Naits.—There is only a fair demand, mostly in 
small lots for prompt shipment. There has also been 
some contracts placed for delivery in the South and in 
the West. Prices are only fairly strong, and cut nails 
are held at about $1.50 per keg in carload lots, f.o.b. 
Pittsburgh. 

We quote nails at $1.50 per keg in carload and larger lots 
to jobbers; carloads to retailers, $1.60, f.o.b. Pittsburgh, 
terms 60 days, or 2 per cent. off for cash in 10 days, freight 
added to point of delivery. 

BaRB WIRE.—There is a fair new demand, but mostly 
in small lots. New buying for the spring trade has 
started in a small way, but will probably be heavier in 
the near future. Prices are fairly strong. 

We quote painted barb wire to jobbers, $1.60; galvanized, 
$2.00 in carloads to jobbers, usual terms, freight added to 


point of delivery. Jobbers charge the usual advances for 
small lots from stock. 


FENCE WIRE.—The new demand for fence wire for 
manufacturing purposes is active, but from fabricators 
of wire fencing is not so good. However, it is expected 
that very soon the demand from this trade will be bet- 
ter, and the outlook for spring business is regarded as 
very good. Prices are reported to be fairly firm. 


Prices are as follows: Annealed fence wire in carload lots 
to jobbers, $1.30 to $1.35 base; galvanized, $1.75, with the 
usual advances charged to jobbers for small lots from store. 


IRON AND STEEL BArRsS..—Very heavy contracts for 
steel bars for first quarter delivery have been placed 
at 1.05c. and 1.10c., f.o.b. Pittsburgh, and for second 
quarter at 1.15c., and the mills report that specifica- 
tions against these contracts are now coming in at a 
good rate. The absolute minimum on steel bars to-day 
is 1.10c., and it is not believed that this price could be 
shaded, even by the very largest buyers. The new de- 
mand for iron bars is not any better, having been dull 
and only for small lots for a long time. 

We quote steel bars at 1.10c. for delivery through first 
quarter of 1915. For delivery in second quarter of 1915, the 


mills are quoting 1.15c. to 1.20c. at mill. We quote common 
iron bars at 1.15c. to 1.20c. f.o.b. Pittsburgh. 


Nuts, BOLTS AND RIvETS.—Some of the very largest 
consumers of nuts and bolts have covered their needs 
over the first quarter and first half of 1915, and on 
these large contracts, relatively low prices were made. 
Stocks held by makers are heavy and they are anxious 
to move them, with the result that the consuming trade 
is having low prices made to it. The regular discounts 
have been more or less shaded for some time, depend- 
ing on the order. The new demand for rivets is also 
dull, and prices, which are very low, do not show any 
betterment. 

We quote structural rivets at 1.40c. and boiler rivets at 
1.50c. in carload lots, small lots taking an advance of about 
le. Discounts on nuts and bolts are as follows in lots of 300 


lb. or over, delivered within a 20c. freight radius of maker's 
works. 


Coes Oe Bae GOWER... «cc cctvccececss 80 and 5% off 
Small carriage boalts, cut threads........... 80% oO 

Small carriage bolts, rolled threads....80 and 5 7 off 
me, ee a eee 75 and 5% off 


Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads.. . 80 and 10% off 
Large machine bolts .......... 2c... 75 and 10% off 
Machine bolts, c.p.c. & t nuts, small........ 80% off 


Machine bolts, c.p.c. & t nuts, large....75 and 5% off 
Square h.p. nuts, blank and tapped...... $6.30 off list 
SE. ss i 0's ook 066 ese 84 eee $7.20 off list 
Hexagon nuts, 5% and larger........... $7.20 off list 
C.P.C. and r. sq. nuts, blank and soeene: $6.00 off list 
Hexagon nuts, smaller than 1%, $7.80 off list 
Cy eee NID. SUS, oo 5 ue 4000 ws wen $5.50 off list 
+8 FE 6G RRS Se a ee $5.90 off list 
Semi-fin. hex. nuts, % in. or under. .85, 10 & 10% off 
Semi-fin, hex. nuts, % in. and larger. .85 and 5% off 
Rivets, 7/16 x 6%, smaller & shorter. -80, 10 & 5% off 
Rivets, tin plated, packages........ 80,10 and 5% off 
Rivets, metallic tinned, packages...80, 10 and 5% off 
Standard cap SCreWS ........cce- 70,10 and 10% off 
Standard set-screws ............ 75,10 and 10% off 


SHEETS.—There has been quite heavy buying of black 
and galvanized sheets for first quarter delivery by the 


large consumers, who realize that prices are very low, 
and that they will soon be higher if there is general 
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betterment in the demand. Spelter has advanced rap- 
idly in the past week, and prices on galvanized sheets 
are stronger. 


SHEETS.—Makers’ prices for mill shipment on sheets 
of U. S. Standard gauge, in carload and larger lots, 
on which jobbers charge the usual advances for small 
lots from store, are as follows, f.o.b. Pittsburgh, terms 
30 days net, or 2 per cent. cash discount in 10 days 
from date of invoice: 


Blue Annealed Sheets 
Cents per Ib. 


Se I Sa Ws ot bis eek aoe yoda ..-1.25 to 1.30 
EE RR en eA Pye uee hey eS 1.20 to 1.35 
Be a ae Ss re a ee 1.35 to 1.40 
DUE ee ME Cs 6. 6 oo bb deo ae warde teu 1.45 to 1.50 
pe Ee SA ee ae Senge rE 1.55 to 1.60 


Box Annealed Sheets, Cold Rolled 
Cents per 4° 


NS EE ss i n't bala és C6 CEA Ee et Ce ; 50 
ie FE ee ae eee nares 48 1.55 
AE SE ig he a 8 Wigs hide A ewes 1.60 
ee ee an & OS koh Dee od 6a ek at aeee vee 4.65 
Re SE ae eee S pt ae eee er eee 1.70 
I <meta ea a 1.75 
A GE dbus o% dws nk 0a.b 6 Oke le Ae el dee ee 1.80 
Pe ke eack Coa k heed wat Saket hades 1.85 
DO Oe cabs 6p etwas bbs Cuwe 4A es cette 1.90 
BG Ee ht iccd ew ctstbsvactuwbicten se dae 2.00 
Galvanized Sheets of Black Sheet Gauge 

Cents per Ib. 
Beek ee BS a oc Gackt od de emetic 1.860 to 1.85 
GS Ca 6 i an gc teteee a a eb a de eee eee 1.90 to 1.95 
ES NES 8 EINER, NER SS RE PE 1.90 to 1.95 
oe og ga eee ee 2.05 to 2.10 
Se he SO cs bo ose ebb ekireRewaes 2.20 to 2.25 
Te i ee ee 2.35 to 2.40 
ee GDN UG o's bee 6 0 bw Oeraeir kano 2.50 to 2.55 
EE ee a God d tt Meu bk ewe dit eee 2.65 to 2.76 
Dai. dks Ci cho dad ha tébawenbse aceon 2.80 to 2.85 
Sy EN ck ae ete 6 SS 6 0a Can ee 2.95 to 3.00 
DE ks S oa vik po hb eee ee hooks tees 3.10 to 3.15 


CORRUGATING ROOFING SHEETS BY WEIGHT 


Gauges, cents per Ib. 
Painting: 29 25 to 28 7 to 24 < to 18 
ee Ge en” ao a oe Se bab O% 0.15 0.10 0.05 
Geen: WU 2. 6 éscewee nce 0.25 0.15 0.10 
ee: 
2, oR: 3 and 5 in. corru- 

0 a 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 on 'ad 
54 to 1% in. corrugated. 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 

Se: ME Ck. o's wanes 46-2 0.15 0.15 
Plain roll roofing, with or 

without cleats ......... 0.15 0.15 0.15 
B/G TR. GRUNGE wi cccccte 0.20 0.20 0.20 
Weatherboard siding ......... 0.25 0.25 
Been Gg co's hha hbae. ceo s 0.25 0.25 
Rock face brick and stone 

Sc ibs catmmkesaae. aes 0.25 0.25 
Roll = cap roofing, with 

caps and cleats ........ 0.25 0.25 
Roofing valley, 12 in., and 

ED ainda ad w bees a ele 0.25 0.25 
Ridge roll and flashing 

(plain or corrugated)... .... 0.65 0.65 0.65 


TIN PLATE.—Most of the contracts for tin plate for 
delivery over all of 1915 have been placed, and it is 
estimated that fully 80 to 85 per cent. of all the tin 
plate that will be made this year is under contract to 
the mills. Prices ranged from $3.05 to $3.20, but to a 
few of the very largest consumers the lower price was 
only slightly shaded. 

We quote 100-lb coke plates at $3.15 to $3.20 per base box, 
depending on the order. 


We quote 100-lb. terne plates at $3.15 per base box, f.o.b. 
Pittsburgh. 


BoILER TUBES.—Discounts to jobbers, in carloads in 
effect from May 1, 1914 on steel, and from January 2, 
1914, on iron are as follows: 


Lap Welded Steel Standard Charcoal Iron 
EGE Oe ee oo Go seeekuca 62 Dae Bi C2 > obovate a cee aw 
Eo pritelll nce dake sali Oak Be a kk oc ca as 49 
214 and 2% im... s 2. a? 45 
ye OB Se Sar 70 2% to 2 Re ctv ov eat 54 
B56 ee ee GR ce vicvide 72 ff $7 | ee 57 
5 and Dh aoe ae i ee 65 3% and 4% im.......ce- 60 
T Ul Re a dso wwe oes odn be 62 5 an Din ass dd eu Bee 49 





Locomotive and steamship special charcoal grades bring 
higher prices. 

2% in. and smaller, over 18 ft., 10 per cent. net extra. 

2% in. and larger, over 22 ft., 10 per cent, net extra. 

Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two ints for lengths 22 ft. — 
under to destinations east of e Mississippi River: lengths 
over 22 ft., eget - > going west of the Mississippi 
River, must be mill at Pittsburgh basing discount, 
lowered by two we By On standard charcoal iron tubes for 
desirable orders the above discounts are s ed an extra 56, 
and occasionally two 5’s by some makers. 
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WROUGHT PiIPE.—While the new demand for wrought 
iron and steel pipe at present is quiet, the makers be- 
lieve that the new demand will soon be heavier, and 
that the volume of business in the pipe trade this year 
will be heavier than last year. Discounts on iron and 
steel pipe are reported as being quite well maintained. 

The following are the jobbers’ carload discounts on 
the Pittsburgh basing card on steel pipe in effect from 
November 2, 1914, and iron pipe from June 2, 1913, all 
full weight: 








Butt Weld 
Steel Iron 

Inches Black Galv. Inches Black Galv. 
%, %& and %... 74 531% Se me Me ok ks 66 47 
BS i acta alla je 78 67% SSS 46 

. eg Se 81 72% ba a due be we 6 ee 69 56 
, 3 ree 72 61 

Lap Weld 

sa eh ait naione ik a 78 69% | EES arr 45 
. Ef SA ereee 80 71% URS acy & ws eb oak ce 67 56 
F. Bic bd cies? 77 ES ee 68 58 
3S amd 14.:....<% 63%... ER 4 Aare 70 61 
a ra 61 i. i > Serr 61 

st 3: BEgSE ote 68 55 

Reamed and Drifted 

ee % %  — an 79 70% 1 to 1%, butt 70 59 
RR ee ee 76 671% ie Eco wi aa oes a 70 59 
2% to 6, lap.... 78 69% ee ere ee 54 43 
RE ae 65 54 

DE, oo kd oS & Oe 66 56 

2% to 4, lap.. 68 59 
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Butt Weld, extra strong, plain ends 





%, %& and *%... 69 58% | FES ee RE RR 63 52 
Oe: capi a wireless 74 tA ee ere 67 60 
oe WE Rs so <0 78 tS ee Sl ae 71 62 
Sear 79 72% | 2 and 2%....... 72 63 
Lap Weld, extra strong, plain ends 
ces awe ia Weak wit 75 66 & Re a eg waldce ee 59 
i... Res Aa eempraaeee 66 58 
|. & 2 Soa 76 Cae } BM WH Goce ces 70 61 
a Seer a 69 5814 | Re UR PRR 69 60 
FP eR koe ok oe 64 53% Me WG Sotek ey eee 63 53 
3 yk Rae 58 47 
Butt Weld, double extra strong, plain ends 

Sey ee ee 64 57% eae ween cles 5 ee 49 

, ee ey Peer 67 6014 Oe Bes 'ss votes 60 52 
kt 2. errs. 69 62% ee Oe 62 54 

Lap Weld, double extra strong, plain ends 

Ok se web he ek 65 58% Dowie eat ee eat 55 49 
ee Sh 4 o cee 67 60% en Oe Bic c duane 60 54 
5 S236 Sere 66 591% US ee 59 53 
EO Moria oe mvacy 59 48% a & SRSA er 52 42 





To the large jobbing trade an additional 5 per cent. is 
allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 
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Office of HARDWARE AGE, 
New York, January 11, 1915. 

NCOURAGING reports from experienced business 

men, based on actual occurrences, are always wel- 
come, especially in these days of conservatism. An 
officer of a New England manufacturing company, just 
back from the Middle West, looks for very good trade 
this year in that portion of the country. He refers to 
his selling trip as having been as big as he ever had, 
and his company is large, old and well known. Part of 
this result he attributed to the fact that buyers have 
been ordering so sparingly that the purchases, he esti- 
mates, will average from 10 to 20 per cent. less than 
sales for 1914. In his opinion when business really 
begins during the first quarter jobbers will have to have 
goods which it will tax manufacturers to furnish 
promptly. 

The treasurer of a manufacturing concern making 
large y sheet metal household articles, also alludes to 
quite an increase in orders in the last three or four 
weeks. Reports from their men on the road are dis- 
tinctly better, backed up by larger and better assorted 
orders. 

The sales manager of an important interest just back 
from the Middle West says that the generally expressed 
opinion is that everybody is badly in want of goods. 
Buying has been extremely light for some time, and in 
many cases merchants are practically cleaned out, and 
in other lines have only skeleton stocks. These refer- 
ences are most generally to the West where the in- 
fluence of large crops and high prices, which in cereals 
are continually rising, is bound to. be felt. 

Wheat, for instance, of which we harvested by many 
millions of bushels the largest crop in our history, has 
gone higher than $1.40 per bushel in Chicago, and $1.50 
is predicted. So far as the farming interests are con- 
cerned that means large exports at high prices, which 
helps to cancel our foreign indebtedness and increase 
our favorable balance of trade, thereby conserving our 
gold supply. The same tendency prevails in other 
foreign products also, but wheat happens to be the most 
active just now. 

Business men in the West express themselves hope- 
fully and are having a fair business, although not yet 
buying goods largely. 

The manager of one leading interest speaks of some 
of the salesmen going for several days without getting 
orders, but they found that merchants were carrying on 
a pretty good business, from which it was deduced that 
distributors are constantly disposing of goods on hand 
and getting into a situation where they must buy or 
quit. In this case the company’s orders from Chicago 


were almost the same as last year; a little behind but 
not seriously so. 

The severe cold weather struck the country quite 
generally in December, and merchants said that the 
intense cold (which in Vermont reached 52 degrees 
below zero) was a godsend so far as creating a demand 
for seasonable goods which had lagged, because of the 
warm open fall. Those who had goods of winter 
character had a considerable business, thereby turning 
into money much merchandise that otherwise would 
have been carried over a year. 

If merchants will stock up, buying something of all 
commonly wanted goods, not largely but so as to have 
merchandise with which to serve customers, they will 
lose fewer sales. 

Merchants are learning more and more not to over- 
buy; not to take on big stocks that tie up considerable 
capital, but are buying oftener and carrying fewer shelf 
warmers to swell the interest account and ultimately 
sell at less profit, or at a loss. 

Better times, commercially, are also looked for be- 
cause business men have an idea that their affairs are 
not likely to receive any special attention from this 
Congress, one reason for which may be that this session 
ends March 4, and there is only time for considering and 
passing the big appropriation bills. 

WirRE NaiLts.—Trade in wire nails, in this vicinity, 
remains dormant, buyers specifying only for actual 
wants, to maintain a reasonably fair stock in assort- 
ment. Not much increase in the volume of business is 
looked for soon, but stocks are unusually low. 


Wire nails, out of store, are still held on the basis of $1.80 
per keg. 

Cut NAILS.—Business in this line is on a fair parity 
with wire nails, which, however, is not claiming much. 


Cut nails, out of store, are based on $1.80 per keg. 


NAVAL STORES.—The market for naval stores is 
firmer, which reflects primary market conditions, where 
the demand has improved over the holidays. The feel- 
ing is better, the argument being that with the home 
demand increasing somewhat the lack of foreign busi- 
ness will be less noticed. Manufacturers are ordering 
a trifle more freely, and the jobbers find some improve- 
ment. 

Spot turpentine is quoted at 46c. in the main, with weak 
spots at 45%c., and orders for round lots scarce. 

Rosins reflect better conditions for all grades, common to 
good strained, on the basis of 280 lb. per bbl., is quoted at 
$3.60 and D grade at $3.70 per bbl. 

Rope.—Trade in rope is exceedingly quiet, still manu- 
facturers are beginning to book a few orders for ship- 
ment later on, although the volume is not large enough 














January 14, 1915 





to swell sales to much extent at present. Very little 
is materializing locally, yet such increase as there is, 
comes from immediately in and around New York, or 
what is known as metropolitan territory. 

The Manila hemp market is fairly firm on raw mate- 
rial, which has a tendency to stiffen prices for rope a 
trifle. 

First grade Manila rope is still based on 12c. per lb. from 
jobbers. 

WINDOW GLASS.—Domestic business in Eastern ter- 
ritory is still exceptionally dull, and there is no imme- 
diate prospect of much increase in output. One lead- 
ing importing and jobbing house says its trade has 
fallen off since August 1 about one-third. Another 
equally good establishment gives its output for 1914 as 
less by two-thirds than normal. Just now buyers are 
more interested in taking and calculating inventory 
than buying glass. 

Among manufacturers the situation is much better 
because of demand from near and distant foreign mar- 
kets. One communication looked over from Australia 
covered 15 pages, well spaced, containing a memo- 
randum in great detail for plate glass, accompanying 
the letter of inquiry. It gave minute specifications cov- 
ering polished plate, glazing quality, and silvering 
quality for mirror uses, to be silvered there, with sched- 
ules for three successive shipments, subject to prices 
and confirmation ky cable. 





73 






A feature of much of the foreign business is that it 
is wanted in stock sheets, that for window glass, 100 
sq. ft. to case, as put up usually in Belgium and Eng- 
land against 50 sq. ft. here. For the British Isles they 
want it in cases of 300 sq. ft. for single thick, and 200 
sq. ft., double thick, from which they cut to suit instead 
of our method of cutting and shipping many stock 
sizes from the factories, ready for consumption. 


Window glass, in the Eastern market, is unchanged at 
90-10 to 90-15 per cent. for single thick, and 90-15 to 90-20 
per cent. discount for double thick, from jobbers’ lists. 


LINSEED O1L.—There has been a little hardening in 
price on linseed oil, owing in part to advances in the 
price of flaxseed, at Duluth, Minneapolis and in the 
Canadian Northwest. May seed closed recently at 
about 8c. per bushel, over the price a week or ten days 
ago. 

There is a very large crop of flaxseed in Argentina 
and in good condition, but one of the difficulties pertain- 
ing to getting it here is the lack of transit facilities, 
owing to the scarcity of ships. 


Linseed oil, raw, city brands, has been advanced to 52c. in 
5 or more bbls. and 53c, per gal. for less than 5 bbls. The range 
among some competitors who are large crushers, however, 
is at 5lc. in 5 or more bbls. and 52c. for less than 5 bbls. 

State and Western oil in carloads is 5lc. per gal., and for 
carloads as low as 50c. might be done for prompt delivery, 
while owing to dull trade lots even of 10 to 15 bbls. might 
be placed at 50c., 
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Office of HARDWARE AGE, 
CHICAGO, ILL., January 11, 1915. 

| gpeeatigase for the new year is beginning to develop 

to a satisfactory volume though the actual records 
are doubtless somewhat behind the opening weeks of 
1914. The next two or three weeks will offer more 
definite indications of what may be expected than the 
time which has elapsed. Many dealers have not com- 
pleted inventories and buying is naturally held back 
for this reason. This is especially true of goods for 
immediate use. The demand for shipments later in the 
spring is very satisfactory. 

In the wire products usually handled in hardware 
stores a very good week is reported. Business is being 
received in excellent quantities for such goods from all 
sections except the south and there is some improve- 
ment there. 

Special salesmen who usually begin work immediately 
after the new year have been held back and will proba- 
bly wait for two weeks before entering territories. 

Expressions of belief that the year will prove a good 
one are heard on every side. The reports being made 
by salesmen are of a very optimistic nature and these 
naturally reflect the feeling of the retail trade. 

The builders’ hardware business shows a decided im- 
provement and this news indicates that there is a gen- 
eral betterment. 

Collections are still poor, though the situation in this 
department has assumed a brighter aspect. 


WIRE NAILS.—A very satisfactory number of orders 
have been received during the past week from all ter- 
ritories except the south. Specifications from the west 
and northwest have been particularly heavy. We quote 
f.o.b. Chicago: 


ee 7 


THE REEVES MFG. COMPANY, Canal Dover, Ohio, 
manufacturer of black and galvanized sheets, sheet 
metal building material, stove pipe and elbows, has 
purchased the entire business of the Ohio Stove Pipe & 
Mfg. Company, New Philadelphia, Ohio, including all 
its patents, machinery, manufactured stock and good 
will. Besides manufacturing a line of stove pipe and 
elbows, the company makes two special styles of stove 
pipe, namely “Smith’s Latest Improved Double Lock” 
and “Ohio Lock.” The company states that the addi- 
tion will greatly increase its line of nested stove pipe 
and stove pipe elbows, and enable it to furnish jobbers 
a better assortment of these goods. 





Cee Ge Ss bis ko Sho a eer ees eee $1.689 base 
Ces ee eS twice esses eee wha 1.738 base 
Less than carloads to retailers.......... 1.839 base 


STAPLES.—We quote staples, f.o.b. Chicago, bright, 
same price as nails. Staples, galvanized, an advance 
of 40c. 


BarRB WIRE.—Orders for spring delivery in solid and 
mixed carlots are being placed in sufficient number to 
provide a very fair volume. We quote barb wire, f.o.b. 
Chicago, as follows: 


Carloads to jobbers, painted............ $1.689 base 
Carloads to jobbers, galvanized......... 2.089 base 
Carloads to. retailers, painted.......... 1.739 base 
Carloads to retailers, galvanized........ 2.139 base 


An additional advance of 10c. for less than carloads. 


FENCE WIRE.—Dealers have renewed the buying of 
wire fence for delivery later in the year, and there are 
some specifications for immediate shipment. Buying in 
this line is expected to show an improvement weekly 
until the later part of the next month. The demand for 
fence wire for manufacturing purposes continues good. 
We quote fence wire, f.o.b. Chicago, as follows: 


Carloads to jobbers, galvanized.............. $1.889 
Carloads to retailers, annealed............... 1.539 
Carloads to retailers, galvanized............. 1.939 


Carloads to jobbers, annealed................ 1.489 
An additional advance of 10c. for less than carloads. 


LINSEED OIL.—We quote f.o.b. Chicago, strictly pure 
old process oil: 


Ce de ed ei we oe Be wee eee 53c. 
Ere ree ry ee 5 4c. 
SS ee er, SS bk kn se a enc c cc tev ab eewe ns ee 
5 ar Be BO eis 0 bo she ced cdi bas ewer 5 6c. 
i Sr: i rr Nt kaw dane een en 57c. 
Lon Cash GS: DRT WSO sk 6 oc ca wre woe ce wtsducs ds 5 8c. 


CAPTAIN WILLIAM SPARKS, Secretary-treasurer and 
general manager of the Sparks-Withington Co., Jackson, 
Mich., (manufacturer of Sparton products) took office 
January 1, 1915, as the first mayor under the new 
charter recently inaugurated for commission form of 
municipal government. A reception was given to Mayor 
Sparks and the newly elected commissioners. 


THE BUSINESS OF SLEEPER & HE ARTLEY, 100 Beacon 
street, Worcester, Mass., manufacturers of wire spr'ngs 
and other special wire forming machinery, has been 
incorporated as Sleeper & Hartley, Inc. F. H. Sleeper 
is president, and G. D. Hartley, treasurer. 
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Marketing Tires Under Manu- 
facturers’ Brands 


Editor HARDWARE AGE: 


Dear Sir—In the period of great prosperity for 
bicycles, and from 1893 on up to 1900, what now 
is known as specially branded bicycle tires were 
almost entirely unknown. 

In those days, the leading manufacturers of bi- 
cycle tires advertised extensively certain brands and 
popularized them through the quality of the goods 
in their publicity campaigns. But unfortunately, 
with the market demanding a quantity of tires far 
in excess of the supply, there was little attention 
given to the matter of a selling plan. Tires were 
advertised at certain prices to the consumer and 
at a fixed schedule to the dealer, but no conscientious 
effort was made to maintain this schedule; and with 
three or four dealers in the same town handling 
the same identical make of tires, there was great 
temptation toward price cutting. 

This temptation was not only manifest among 
the dealers, but among jobbers as well. It was 
nothing unusual to find from ten to fifteen jobbing 
concerns covering the same territory with one popu- 
lar factory brand bicycle tire, and competitive con- 
ditions were such that the jobber was forced to 
content himself with a maximum of profit, on an 
average, of ten per cent. Under these trying con- 
ditions, it was only natural for the jobber to look 
for relief and to endeavor to evolve a plan which 
would insure a greater margin of profit. _ 

As the manufacturer increased his facilities to 
meet the evergrowing demands of the bicycle busi- 
ness, the time finally came when the supply of bi- 
cycle tires was more than adequate to supply the 
demand. Then it was that jobbers, who had con- 
ceived the idea of securing tires under their own 
names found no difficulty in having these tires man- 
ufactured to their specifications and under their own 
brand. 

The jobber, covering his territory every thirty 
or sixty days, had, from the standpoint of distribu- 
tion, a very decided advantage over the manufactur- 
er whose representatives saw the trade at infre- 
quent intervals, and even in 1900 the exclusive bi- 
cycle sundry jobber and the large hardware jobbing 
houses specializing on bicycles had begun to influ- 
ence the market to a considerable extent toward 
specially branded tires. 

The jobber, in figuring his selling price to the 
dealer, made allowances for a liberal guarantee, and 
in turn demanded proportionate liberality on the 
part of the manufacturer; and, owing to the fact 
that the volume of business the jobber had to offer 
was of no inconsiderable magnitude, the manufac- 
turers were, through competition, led to accept con- 
tracts for bicycle tires under special brand and 
under conditions largely dictated by the jobber. 

Under this new method, the jobber found him- 
self in position to make a liberal percentage of 
profit on bicycle tires. His trade grew and devel- 
oped to a point where he finally controlled the mar- 
ket on bicycle tires to such an extent that for the 
last decade the profits of the jobber on specially 
branded tires have increased wonderfully, for the 
reason that his brands have become as firmly es- 
tablished as were the old factory brands. His price 
has remained stationary, but the large orders he is 
in position to place and the fact that he is a free 
lance in the placing of those orders and that he is 
in a position to bring perhaps a dozen or more man- 
ufacturers into competition in an effort’ to secure 
his business, has enabled him to purchase to a little 
better advantage each succeeding year. 
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This plan of distributing specially branded tires 
has been followed not only by the jobber but also 
by other distributors who are in a position to com- 
mand a volume of trade, and the continued ten- 
dency toward a greater percentage of profit for the 
distributor and a closer margin for the manufac- 
turer has forced the manufacturer, in taking this 
business, to a severe curtailment of quality without 
resultant reduction in price to the ultimate con- 
sumer. 

Owing, therefore, to failure to receive proper serv- 


_ice commensurate with the price paid and delays 


attendant upon securing proper adjustments on spe- 
cially branded tires, the consumer was in a receptive 
mood for bicycle tires of known quality backed by 
the manufacturer’s own guarantee. 

The instant demand for “Vacuum Cup” bicycle 
tires, even at the comparatively high schedule of 
prices made necessary through the quality of the 
product, proved conclusively that the user of bicycle 
tires was no less anxious than the purchaser of auto- 
mobile tires to know who was back of the product; 
and the Pennsylvania Rubber Company, to meet the 
demands of the trade, decided to launch, under fac- 
tory brand, a complete line of tires representative 
in their respective classes. 

It also was determined to place these tires on the 
market at prices that would insure.to the user his 
full money’s worth, and to evolve a selling plan 
which would preclude the possibility of undue com- 
petition and attendant inclination toward price cut- 
ting. 

The “Three Star” line, therefore, is marketed 
strictly under territorial arrangements with both 
the jobber and the dealer. On the Pacific coast the 
Appeal Mfg. Company, Los Angeles and San Fran- 
cisco, controls an extensive territory. Likewise an- 
other territory in the West is handled by the Salt 
Lake Hardware Company, while the R. J: Leacock 
Sporting Goods Company, St. Louis, is the exclusive 
distributor for the State of Missouri. 

These distributors place “Three Star” tires in the 
hands of representative dealers in all the cities and 
towns in their territory under arrangements which 
protect the dealer against undue competition, and 
insure their being able to distribute “Three Star” 
bicycle tires with a fair profit and at prices—dqual- 
ity considered—much below the market. The Penn- 
sylvania Rubber Company has other distributors in 
the United States, but it is marketing the “Three 
Star” line largely in a direct manner through its 
branch organizations. This policy, which enables it 
to keep, either through its jobbing or branch dis- 
tributors, direct communication with the retail dis- 
tributors, eliminates the possibility of confusion in 
territorial arrangements and promotes harmony and 
just recompense for all handlers of these quality 
goods. 

Judging by the success of the plan so far, it 
seems reasonable to say that what is to-day upper- 
most in the mind of the dealer is absolute protec- 
tion. The dealer handling “Three Star” bicycle 
tires is, under the Pennsylvania brand, as carefully 
protected as the distributor who has territorial ar- 
rangements for a certain make of automobile; and 
this plan—which is an innovation in so far as it 
applies to the distribution of bicycle tires—is doubt- 
less, to a great extent, responsible for the fact that 
the Pennsylvania Rubber Company had in hand on 
December 1 positive specifications and shipping 
dates for more bicycle tires than were marketed by 
the company under special brand throughout the 
whole season of 1914. Very truly yours, 


PENNSYLVANIA RUBBER COMPANY, 
Seneca G. Lewis, General Manager. 




































































MAKING A WATER CAN 


BY A. F. MUELLER 
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FIG. 4. 
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FIG. 7 
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FIG. 1. SIDE ELEVATION 





FIG. 3. PATTERN FOR BODY. 








Pattern for making a water can 


HIS is a style of can that was made for a 
7. farmer in which to haul drinking water from 
a spring during a period of drouth and when 

it was unadvisable to use the cistern water, the live 
stock being: watered from a pond. He wanted cans 
that were different from other cans so that they 
would not by mistake be used for other purposes or 
filled with cistern water. The cans were made of 
the general shape that the writer made delivery 
gasoline cans years ago. In the establishment of 
which he was a member coal oil, gasoline and lubri- 
cating oils were sold, and on several occasions the 
delivery boys filled the coal oil cans with gasoline 
and the gasoline cans with coal oil, these oils usually 
being sold in five-gallon quantities. A number of 


these cans were kept constantly filled, and when 
there was an order received a can would be taken to 
the customer’s residence and the contents emptied 
into his can, thereby saving the customer the neces- 





sity of bringing his can to the store. It can readily - 
be seen that it was easy for mistakes to occur, and 
a can having a filler and discharge opening, closed 
with a cork, but in all other respects similar to the 
can here illustrated, was made for gasoline, and this 
can was altogether different from the pitched top, 
screw spout, long bailed, squat can used for coal oil. 

Fig. 1 is the side elevation, and the line of the 
top, A-7, is at an angle of forty-five degrees to A’-7. 
The neck is not less than 3 inches in diameter, and 
the cans are of approximately 10 gallons’ capacity, 
so that they can be easily handled. The top is the 
frustum of a scalene cone and is developed by the 
radial method. Bisect the line A’-7 and with 3 as 
center describe a half profile of the body or the base 
of the cone and space this semi-circle into a number 
of equal spaces, as 2’, 3’, 4’, etc., and from these 
points draw lines to A’, which will represent the 
plans of elements of the cone, whose true lengths 
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must be found. While the half circle is the half 
profile, i is also the half plan of the cone, and A’ 


represents the plan of the apex A. Radially trans- 
fer, -with A’ as center, the plan lengths of the 
elements to the base, or line 1-7 and from these 
points draw lines to the apex A, and these lines will 
be the:true lengths of lines having the same letter 
and number in the half profile, as A-8 will be the 
true length of A’-3’, etc. With A as center and the 
distances to the several points on 1-7 as radii, de- 
scribe a series of indefinite arcs. As the seam is to 
be on the straight side of the cone, start from some 
point on the arc described from 1 and place or step 
from arc to are twice the number of the spaces in 
the half profile, as 1’, 2’, 3’, etc. From these points 
draw lines to A and, with A as center, radially 
transfer the points on the top of the frustum or 
line a-g to the same numbered lines that they are 
on in Fig. 1. As b is on line A-2 it is radially 
transferred to the lines A-2 and A-2’ in Fig. 2, etc. 
Connect all the points located and allow material for 
seaming and grooving wherever necessary, but cut 
the line a-g-a net. Locate r in the center of the 
line A-7 and radially project this point to the line 
of the same number as at gq, describing the arc 
indefinitely. From q set off on the arc half of the 
width of the handle or bail in Fig. 9 as at s and gy’, 
and at these two points punch holes for the wire 
ears shown at G. Form the top, after having turned 
the edges for the grooved seam and grooving the 
seam, then flange and turn the edge for the seam 
between the top and the body, a section at a being 
shown at C and a section at g being shown at D. 
Insert the wire ears into the holes and hold them 
firmly in a.vise and bend the wings down against the 
top where they are soldered. Bars made of bundle 
bands with holes for riveting can also be used. In 
this case a slot should be cut and the plate or foot 
of the ear should be on the inside of the top. 

Fig. 3 is the pattern, for the body, and the stretch- 
out is twice the number of spaces in the half profile; 
h and h’ are the points where the tipping handle is 


Supplee-Biddle Salesmen Visit 
Manufacturing Company 


ECAUSE of the commercial value of salesmen 
knowing from personal observation how the 
goods they sell are made and about the many 
processes through which they pass in the course of 
production, the Supplee-Biddle Hardware Company, 
Philadelphia, recently chartered a Pullman sleeper 
in which to transport about twenty-five of their sell- 
ing staff to visit the plant of the Wallingford Mfg. 
Company, Wallingford, Vermont, December 28-29. 
John H. Graham & Co., 113 Chambers street, New 
York City, have long been the direct selling repre- 
sentatives of the Wallingford Mfg. Company, which 
makes a fine line of farm and garden implements, 
including hoes, forks and rakes. When the Supplee- 
Biddle officials arranged to market the Wallingford 
line it was decided to have their salesmen become 
well acquainted with the goods they were to offer, 
in the best way possible, by inspecting the factory 
and seeing how the goods are actually turned out. 
During the day the party specialized at the fac- 
tory, familiarizing themselves with the manufacture 
of the great variety of farm tools made there, and 
later the company gave the party a banquet. Before 
starting on the return trip, the visitors dined at 
the Berwick in Rutland and attended the Playhouse 
for an evening’s entertainment. 
The salesmen were in charge of Fulton I. Hall, 
buyer for the Supplee-Biddle Company, and T. E. 
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attached, and the seam of the body is placed opposite- 
to the seam in the top and the middle point i will 
then be located in the middle of the grooved seam 
of the top. When the body is in two pieces, the 
larger one would be that part shown to the left of 
j-k and the smaller one to the right of j-k, then the 
middle point n would be located in the middle of the 
seam of the top, and the tipping handle would be 
located in the middle of the smaller piece as at o. 
B is a section of the double seam between the body 
and the bottom. E is a section of the grooved seam 
in the top, neck, and body. 


Fig. 4 is the pattern for the neck with grooving, 
wiring and lap allowances added. This latter allow- 
ance is about half of an inch wide and is slit or 
notched as shown at p. Every other one of these 
pieces is turned out and the rest of them are put 
into the top of the frustum and snugly dressed 
against the top and firmly soldered, both on the 
inside and on the outside, and then the handle, 
Fig. 9, is attached to the ears. A section of the 
wired neck is shown at F. 


Fig. 8 is one style of the tipping handle which can 
also be made as the one shown in Fig. 7. It is 
riveted to the body after the bottom is seamed te 
the body, and all are then soldered on the inside of 
the can. The top is now pinned to the can and 
soldered. 


Fig. 5 is the pattern for the body of the slip 
cover. This has an allowance for a pinned edge and 
a soldering lap. It is the usual practice to form 
this slip and then insert it into the neck, which 
should be as nearly round as it is practical to be, 
and then mark the slip, which will insure a more 
snug fit. Fig. 6 is the pattern, with the allowances, 
for the end of the cover. This has a slot cut in it, 
through which to pass the flaps of the clipped wire 
handle shown in Fig. 7. This handle is attached to 
the cover after the seaming edge has been turned 
and before the end is slipped on to the body where 
it is pinned. 





Hoffman, of John H. Graham & Co., who has im- 
mediate charge of that and several other important 
manufacturers’ accounts represented by John H. 
Graham & Co. 

The Supplee-Biddle Hardware Company is a con- 
solidation of two of the oldest and largest jobbing 
hardware houses in the country, employing over 
seventy-five salesmen and transacting an annual 
business of about $6,000,000, we are told. 

About a year ago, J. Edward Baum, head of the 
Baum Iron Company, Omaha, Nebraska, became 
president of the Supplee-Biddle Company, which 
since then has been vigorously expanding its 
business. 

In the party representing the Supplee-Biddle 
Company were, in addition to Mr. Hall, F. H. 
Cousart, L. J. Coombs, Chester Carll, E. E. Dyer, 
R. B. Eberbach, H. L. Fisher, F. Harkins, F. C. 
Hanna, J. E. Kirk, J. H. Lehman, R. C. Lamoreaux, 
Thomas Paton, R. W. Quinn, Elmer Renninger, V. J. 
Stausse, J. H. omg EE Robert Stewart, B. T. 
Wood, C. E. West, M. P. Widenor and Merrill 
Winner. H. C. Cook, of er helped to 
entertain the guests. 


Dogged 


é _ are you doing with that miserable looking 
cur, Tommy?” 
“Takin’ him to the dog show.” 
“But he can’t win you a prize!” 
“Well, they may give me a special prize for showin’ 
the kind of a dog that no dog ought to be.”—-Exchange. 
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'HE Progressive 
| Hardware Dealer 
ASA can appreciate the 
value of a “‘Self-Sell- 
ing’ proposition. 


Stanley’s Hinges One 
Pairina Boxwith Screws. 


Honest Weight, 
Strong Boxes, 
Correct Screws, 
Quick Service, 

Reduced Labor, 


Increased Profits. 
——> 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


The No. 4 “Planet Jr.” 


The No. 4 “Planet Jr.” seeder, hoe 
cultivator and plow, made by S. L. 
Allen & Co., Box 1207 W. Philadel- 

















The No. 4 “Planet Jr.” 


phia, Pa., combines in a single imple- 
ment a hill-dropping seeder, a con- 
tinuous row seeder, a_ single-wheel 
hoe, a wheel cultivator, a furrower 
and a wheel garden plow. The com- 
pany states that the machine is easily 
operated and that it is desirable for 
planting and cultivating such crops 
as onions, spinach, turnips, lettuce, 
celery, radishes, peas, beans, etc. 

This implement will sow all garden 
seeds in continuous rows and it will 
also drop seeds accurately in hills 4, 
6, 8, 12 or 24 inches apart. The feed 
is automatically stopped by raising 
the handles, and it is started by low- 
ering them and starting to operate 
again. The sowing device consists of 
a feed wheel with four wings ar- 
ranged on a spindle and driven by 
beveled gears from the main wheel. 

The feed wheel, revolving in a brass 
cylinder, which opens into the hop- 
per above, agitates the seeds so that 
they drop in a regular stream through 
a diamond shaped opening at the bot- 
tom. This opening may be adjusted 
by an accurate brass set screw and 
cut-off sliding on the outside of the 
cylinder and connected to a lever and 
index at the right-hand side of the 
hopper. The index contains the 
names of the principal seeds and indi- 
cates the proper adjustment of the 
seeder for sowing in hills and drills 
separately. Having set the index for 
any seed, the feed can be shut. off 
instantly, yet it opens again auto- 
matically at the proper size. A cut- 
off lever is operated by the hand or 
foot from between the handles, and 
the index shows clearly whether the 
drill is sowing or not. 


New Torches and a Kero- 
sene Fire Pot 


The Clayton & Lambert Mfg. Com- 
pany, Detroit, Mich., has recently add- 
ed to its line two kerosene torches, of 
quart and pint size, numbered 96 and 
95 respectively. The kerosene fire pot 
is known as No. 221. It is claimed 
by the company that these new 
torches and fire pots are of the strong- 
est possible construction, and that 
they embody improvements designed 
to give the user the maximum service 


and efficiency. The burners are made 
with powerful generators that super- 
heat the kerosene gas before it is 
burned, producing perfect combustion 
of the fuel and enabling the user to 
secure a clear, blue flame, which is 
free from smoke and odor. 

All parts are easily accessible for 
cleaning should they become clogged 
from impurities in the fuel, and a 
cleaning needle is supplied free of 
charge. The automatic brass pump 
fitted into the tank supplies all the 
needed air pressure quickly. The 
filler plug at the top of the tank is 
made with an air valve screw, which 
releases the air pressure and extin- 
guishes the flame. 

The No. 221 kerosene fire pot is 
made with a heavy gauge, seamless 
drawn steel tank, the bottom and all 
fittings of which are welded in, mak- 

















Top section of cut shows the No. 96 kero- 


‘sene torch; the kerosene fire pot No. 221 


is shown at the bottom 


ing this fire pot very strong. The 
shield is also drawn from one piece of 
steel. The No. 96 torch is of brass, 
and the No. 95 is similar but smaller, 
being of pint size. It is claimed that 
these new kerosene tools give excel- 
lent service and satisfaction for all 
indoor work, and also for outdoor use 
under severe conditions of wind and 
weather, as the burners are practical- 
ly windproof. 


THE Victor ScREW COMPANY, To- 
ledo, Ohio, has been incorporated with 
a capital stock of $5000 by John N. 
Detzer, F. E. Edmonds, Frank A. Car- 
abin and others. 
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The “Economy” Iron Heater 


The G. W. Frank Mfg. Company, 
118 Freeman street, Brooklyn, N. Y., 
is manufacturing the “Economy” sol- 

















The “Economy” iron heater 


dering iron heater, which is shown in 
the accompanying illustration. This 
heater consists of a substantial cast- 
iron frame to support the gas burners 
and to hold the soldering coppers 
while they are being heated. This 
frame also supports a fire brick lin- 
ing, which the company states com- 
pletely envelopes the heating cham- 
ber, retaining the heat. 

The burners are so constructed that 
the flame covers the copper to be heat- 
ed when in operation, and the combus- 
tion is such as to leave the copper 
clean and ready for service. Through 
the use of a rest for the copper as a 
lever controlling the connection with 
the gas supply, the gas is shut off 
as soon as the soldering copper is : 
lifted out of the heater, and there is 
then only a small pilot light burning, 
which can be shut off when the fur- 
nace is no longer to be used. 

The company states that this 
heater is exceptionally economical, 
claiming that users of it have demon- 
strated that it effects a considerable 
saving. 


Waterbury Rope Catalog 


The Waterbury Company, 80 South 
street, New York City, is sending out 
its new price list, which is revised to 
November, 1914. This price list is 
illustrated with views showing the 
company’s rope in use. It contains 23 
pages. The Waterbury products are: 
Manila and sisal cordage, standard 
wire rope, armored wire rope, “Fibre- 
clad” wire rope, music wire and 
binder twine. 


New “Mesco” Price List 


The Manhattan Electrical Supply 
Company, 17 Park place, New York 
City, has recently published a new 
price list applying to its catalog No. 
27. This price list is in the form of 
a pocket-size book, and it contains 96 


pages. 


THE ERIE SAw CoMPANY, Erie, Pa., 
has increased its capital stock from 
$25,000 to $75,000. 
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Keep On Studying It 
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will help you in selling it, material, design, ad- 
justments, track. Study closely the 


R-W No. 921 Adyjustrite 
Trolley Barn Door Hanger 


= A GOOD barn door hanger has many points that 
= For Doors Weighing Approximately 300 Pounds 

2 Hinged pendant extra strong and permits door 
= to swing out at bottom if desired. Suitable for 
doors 134 to2inches thick. Track can be attached 
to side or ceiling supports, and is furnished in any 
length up to ten feet in one piece. 
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Reliable Water Motor 
Washer 


The Reliable Water Motor & Mfg. 
Company, Burlington, lowa, is mar- 
keting the Reliable water motor 
washer, which operates in conjunction 
with a water motor, which is attached 
to any water faucet. The piston head 
of the water motor measures 2% by 
2% inches, and the valve measures 
1% by 1% inches. This washer. is 
stated to be very simple and durable, 
and the company claims it to be ab- 
solutely noiseless. The working parts 
of the motor are constructed entirely 
of brass. The cylinder is cast of 
solid brass and the shaft and gear 
work on ball bearings. The motor 
operates on a water pressure of 25 
pounds. 

The Reliable water motor may be 
used with any round tub machine. 
The tubs made by the company are of 
kiln dried Louisiana cypress, and the 
company states that they are well fin- 
ished. The Reliable water motor 
washer is guaranteed against defects 
in material or construction. 


“Chi-Ken” and “Thermo” 
Fountains 


Will H. Cotton, Salem, N. Y., is 
manufacturing the “Chi-Ken” and 
“Thermo” fountains, which are built 
for the use of poultry keepers. The 
manufacturer states that the peculiar 
manner in which the “inner head” is 
placed in these fountains is covered 
by patents. When the fountain is 
filled with water, the slant in the head 
forms an air pocket, which increases 
slightly in size when the fountain is 
placed in a horizontal position for use. 
The air pocket acts as a blanket over 
the water, helping to retard the 
changing of the temperature of the 
contents of the fountain. The air 
pocket also allows for any expansion 
of the water in the fount. It is stated 
that although the contents in one of 
these fountains may freeze, the freez- 
ing will seldom damage the fountain. 
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The Reliable water motor washer in use 


These fountains work automatical- 
ly. They are containers for either 

















The “Chi-Ken” poultry fountain, made by 
Wul H. Cotton 


feed or water. For filling, the foun- 
tain is placed on end, and when in use 























The upper portion of the cut shows the new size, grade “B. 8.” shotgun; the new size 
“D. S ” shotgun is shown at the bottom 


it is placed in a horizontal position. 
The actual difference between the 
“Chi-ken” and “Thermo” fountains is 
that the “Thermo” is made for ex- 
treme temperatures. It is built with 
a dead air space between the inner 
and outer walls. 

Both of these fountains may be 
used for grit, shells, bran, corn, etc. 


New Davis Shotguns 


N. R. Davis & Sons, Assonet, Mass., 
is now manufacturing 20-gauge model 
shotguns in both the “B. S.” grade 
hammerless and the “D. S.” grade 
hammer types. The company states 
that these guns have the same well- 
known mechanism in their locks that 
has been used for many years. The 
particular point of interest in these 
20-gauge guns is that they are smaller 
throughout, and that all parts are in 
proportion, making them graceful and 
easy to handle. The weight of these 
guns is 6 pounds and less. 

The barrels of the “B. S.” grade, 
hammerless gun are made from fine, 
decarbonized steel, which is choke- 
bored for close, hard shooting with 
nitro or black powder. This gun has 
a fine walnut stock and fore-end, 
which is neatly checked and finished. 
It is equipped with a rubber butt plate. 
The company states that the entire 
mechanism is made of the best ma- 
teiial, which is carefully fitted and 
tempered. The gun cocks by opening 
barrels, and the sears are strongly 
blocked by a positive safety, making it 
impossible for the gun to be acci- 
dentally discharged. 

The “D. S.” hammer gun is similar 
to the company’s “D” grade, having 
practically the same mechanism. This 
gun has a straight skeleton rib and 
an extra thick breech. It also has a 
strong lateral bolt through the exten- 
sion rib, making the gun tight. The 
stock is of walnut and the fore-end 
is checked and finished. The fore-end 
fast is of the spring cam action type. 
This gun has rebounding bar locks 
and straight, solid plungers. All parts 
are stated to be made of the best 
material. 
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Only the Institution that Serves 
Has the Right to Survive 














Trade papers are as different in their character as men, and 
the trade paper that renders a useful service to its readers is 
entitled to the consideration of every man whose interests are 
centered in the field which that paper is serving with its brains 
and energy. 


Every man engaging in business should, for his own sake 
and success, strive to become a leader in the broad acceptance 
of the term. This not only involves frequent self-examination, 
but necessitates a study of other men’s methods and a never- 
ending investigation of business conditions. 


For example, Selling is a Science and in a large measure is 
the basis upon which a business firm must depend for its profits. 
So in every progressive institution business conditions are 
studied with the greatest care by a man who is an experienced 
student of this end of the business. 


The purpose of HARDWARE ACE is to assist hardware 
merchants to take their places as business men with manufac- 
turers and bankers. During the last ten years the advance- 
ment in this direction among hardware dealers has been 
remarkable; and in all fairness to them it must be said that 
this advancement has made the growth of a paper such as 
HARDWARE AGE possible. 


HARDWARE AGE is considered to-day the best and most 
accurate trade paper in the hardware field, because its sub- 
scribers are the more progressive merchants who are not store- 
keepers but business men—consequently expecting a paper of 
a high standard, it is produced for them. In other words the 
subscribers of HARDWARE AGE are students of the hard- 


ware business. 


HARDWARE AGE comes from the press every Thursday. 














HARDWARE AGE 
239 West 39th Street New York City 








; seetiil Hh Th 7t ; t HH} bri tieeaaitel pibibets Tee iil iii ii | : Htetih a : ; Pep ite biti ai : ti i ; 
; : : } ij ; PUPTECERTPREEE ED baal +} Ht esti : ; th Hibbs : iii eri | i} bili HEHE iby - Pei itt 
i Hitt i ATR : ' i HET Hi thi t Hill ti th} } tif it ii Hii patil Hii Abita tien itite HEPES PELL PRLS COPES BL Lae Bi tii ; thi 





il cA M0 RR A 























82 


Klausen “E-Z Klean Kloth” 


The Textile Utilities Corporation, 
110-112 West Thirtieth Street, New 
York City, is marketing the Klausen 
“E-Z Klean Kloth,” which is _ not 
chemically prepared. The company 
states that this cloth, which is made 
in the form of a fingered glove, is es- 
pecially adapted for the cleaning of 
hardwood floors. It is also handy 
for cleaning glassware, as it may be 
washed and re-washed constantly. It 
is claimed that this cloth is as soft as 
the finest chamois, and that it will 
pick up lint. 

Unusual wearing qualities are 
claimed for this-dusting cloth. The 
company asserts that this cloth can 
be used for whatever purpose the reg- 
ular dust cloth is used, and that, in 
addition, the “E-Z Klean Kloth” pro- 
tects the fingers of the wearer from 
dust and grease, preventing scratches 
and broken finger nails. 

Automobile owners find this device 
useful also. It may be used about 
the car for polishing brasswork, 
cleaning and polishing the woodwork 
and many other uses. This cloth may 
be used wet or dry; it washes easily 

















The Klausen “E-Z Klean Kloth” 


without losing any of its cleaning 
properties, and it will not shrink. It 
fits either the right or left hand. 


White Mountain Tags 


The White Mountain Freezer Com- 
pany, Nashua, N. H., is attaching to 
every White Mountain freezer shipped 
out of the factory the following 
slogan, which is neatly printed on a 
tag: “Ice cream made the right way 
with a White Mountain freezer is 
easier to make than a pudding or a 
pie.” 

The company states that it vouches 
for the truth of this statement, and 
that this is a strong argument for 
the dealer in selling the White Moun- 
tain freezers. 


Portable Electric Tools 


The Neil & Smith Electric Tool 
Company, 122 East Sixth street, Cin- 
cinnati, Ohio, is manufacturing the 
“Ideal” portable electric drills. These 
drills are made in three sizes, No. 1 
drilling steel with holes up to 3/16- 
inch in diameter, No. 2 up to 44-inch 
and No. 3 up to %-inch. These drills 
run at speeds of 1,900, 1,050 and 750 
r. p. m. respectively. 

The dimensions of the two smaller 

















The “Ideal” eiecivic portable drill 


sizes are 4 inches in diameter by 14 
inches long and the large size meas- 
ures 4 inches in diameter and 17 
inches long. These drills are supplied 
with a chuck which is capable of re- 
ceiving and holding drills, bits and 
reamers securely and cable and at- 
tachment plug. They are capable of 
being operated with the electric cur- 
rent that is used in incandescent light- 
ing systems. The motors furnished 
operate on either direct or alternating 
current so that on outside work where 
electric current is available it is only 
necessary to put the plug in at any 
convenient socket. 

The company calls particular atten- 
tion to the motors with which all ma- 
chines are equipped, as having arma- 
tures with very low internal resist- 
ance. The armature blanks are so-de- 
signed that built-up armature can 
carry the required amount of mag- 
netic lines of force in connection with 
the cross’ sectional area of the arma- 
ture. Therefore the required torque 
or twisting strain necessary to operate 
the drill at the highest efficiency is 
obtained, without heating the com- 
mutator or armature core when work- 
ing under heavy loads. 


New Features of “Victor” 
Gates 


The Cyclone Fence Company, Wau- 
kegan, Ill., is selling a new “Victor” 
gate, for which a number of superior 


























One of the new “Victor” gates 


features are claimed. These gates 
are now galvanized by the Cyclone 
lead zinc hot galvanizing process, 
which displaces the electric galvan- 
izing formerly used. It is stated that 
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these gates are guaranteed to prove 
rust-resisting for an exceptionally 
long time. 

The rigid frame attachment is a 
new patented feature by which it is 
claimed to be possible to convert the 
flexible frame into a rigid frame, 
making it impossible for hogs or any 
stock to raise the gate by rooting it 
up. 
Another feature is the automatic 
double latch. This is somewhat simi- 
lar to the single latch that has been. 
used. Either latch works independ- 
ently of the other, making it impossi- 
ble for stock to work the latches open. 

By the use of a special stretcher 
bar, with four stretcher bolts, the 
weight of the new gate is equalized 
on the top and bottom hinges. It is 
stated that this relieves the top hinge 
of the strain usually put upon it. 

Another new feature is the trussed 
center bar, which is made on the same 
principle as that used in the heaviest 
construction work, where greatest 
strength is obtained by using trussed 
supports. 


“Kyanize” Spar Finish and 
Enamel 


The Boston Varnish Company, 
Everett station, Boston, Mass., is now 
packing its “Kyanize” spar finish and 





























New 
spar 


“Kyanize’”’ 
white 


packages in which the 
finish and the ‘Kyanize” 
enamel are being marketed 


“Kyanize” white enamel in a new 
style package, as shown in the accom- 
panying illustration. The “Kyanize” 
spar finish is guaranteed not to turn 
white, to crack or soften in salt or 
fresh water, and it is also claimed 
that this finish is impervious to the 
action of either heat or cold. This 
product is manufactured for house- 
hold or marine use. 

The company states that “Kyanize” 
white enamel is exceptionally econom- 
ical, and that it will retain its white- 
ness for a long time. This enamel is 
the result of a number of experiments, 
during which many materials from 
American and foreign markets were 
tested and blended. 


THE A. F. KLINZING Mrc. Com- 
PANY, St. Cloud, Minn., has moved its 
plant to New Holstein, Wis. The en- 
tire equipment is being transferred, 
and set up in a factory building 75 by 
100 feet. In its new home the company 
will have greatly increased facilities 
for the manufacture of barn equip- 
ment. 
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Accredited throughout the world as the leading manufacturers 
of Hardware Store Equipment, we desire to call particular attention 
to the fact that we are now better prepared than ever to anticipate 
your requirements. 


Splendidly Made 


Warren Fixtures are made on the Sectional Interchangeable Unit System 
and are made to correctly fit the stock for which they are intended. 


* | . eye, °@ 
Assuming Responsibilities 
It matters not what problems you may have to face—let us assume the 
responsibility of providing the proper type of fixture. 


One Policy 


| The unyielding policy of this concern is and always has been to sell only 
that which will bear the most rigid inspection and stand the most severe usage. 


Catalogues 65 and 212 


J. D. WARREN MFG. COMPANY 


MASONIC TEMPLE, CHICAGO 
Eastern Display Room, 253 Broadway, New York 


Warren Fixtures are manufactured in the largest and finest equipped plant of its kind in the world. 
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MOTOR ACCESSORIES 


New York Automobile Show Reveals Many New Features 


EW YORK’S automobile show, the 
fifteenth annual exhibition of 
this kind, held under the ‘auspices of 
the National Automobile Chamber of 
Commerce, opened Saturday after- 
noon, January 2, at the Grand Central 
Palace. At this exposition the 1915 
models of America’s motor car man- 
ufacturers were formally displayed 
to the public for the first time, and 
the exhibits revealed many striking 
novelties. | : 

Judging from the size and char- 
acter of the crowd, it was evident 
that this show is the one for which 
the buying public waits each year. It 
is the one that attracts motor en- 
thusiasts from all parts of the coun- 
try. Surging along the aisles of the 
main floor, then on to the three other 
floors devoted to the show exhibits, 
thousands of visitors caught glimpses 
of everything that was new and in- 
teresting in automobile designs, mo- 
torcycles and accessories. The cars 
were most prominent, not the decora- 
tions. The decorative scheme was at- 
tractive and brilliant, but it was con- 
tributory and not primary. 

The show was held under the di- 
rect personal management of S. A. 
Miles, who has managed all of the 
Chicago automobile shows, likewise 
several of those held in New York 
City. 

All told there were 343 exhibitors, 
of which number 89 showed passen- 
ger cars, 241 displayed accessories 
and parts, and 13 were motorcycle ex- 
hibits. Of the number of motor car 
exhibitors 6 displayed electric ve- 
hicles. Cars were shown on all floors 
of the Palace, but principally on the 


first and second floors, while acces- 
sories were to be seen on the third 
and fourth floors. A comprehensive 
display of motorcycles was located on 
the fourth floor. There was no dis- 
play of commercial cars, although 
those interested in commercial car- 
riers could obtain information about 
them at a special booth provided for 
this purpose. 

The Palace was exceptionally well 
decorated for the occasion. The dec- 
orations were not designed so much 
with the intention of producing a pre- 
tentious mural effect, as to get a set- 
ting which would show the cars them- 
selves to advantage. The general 
scheme was that of a Persian palace. 
The great area of the Grand Central 
Palace was multiplied by the use of 
50,000 square feet of mirrors, cov- 
ering the walls. These were large 
pieces of crystal, some of them meas- 
uring 19 by 7 feet, and they were 
mounted in gold frames. Alternating 
between these mirrors about the main 
floor were decorative  sunbursts 
which produced a decidedly beautiful 
effect. Persian draperies were hung 
in graceful arrangement in numer- 
ous sections of the building, and Ori- 
ental hangings adorned the upper 
halves of the white marble pillars. 
The court was decorated with gar- 
lands of roses and wisteria. 

The lighting system for the center 
court was interesting. Several big 
crystal chandeliers, each about 10 
feet in diameter, with hundreds of 
electric lights, hung from the ceiling, 
and the glow of these made the scene 
a brilliant one. 

A new scheme for displaying the 
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names of the cars was employed this 
year. Instead of painted signs, the 
letters in the names of the cars were 
made in the form of electric light 
tubes. The plaster cast pillars with 
their statuettes used last year were 
not in evidence this season, the only 
plaster casts being a couple of stat- 
ues of “motoria,” which represents 
the spirit of speed. 

Practically every night of the show 
was a “special night,” some of the 
features of the week being Theatrical 
Day, which was Monday afternoon, 
January 4; the banquet of the Na- 
tional Automobile Chamber of Com- 
merce, January 5; Society Night and 
the banquet of the Motor and Acces- 
sory Manufacturers on Wednesday, 
January 6. Dealers’ night was Thurs- 
day, January 7. 

No automobile show of recent years 
has produced as many novelties and 
surprising improvements in design as 
this exhibition. This show revealed 
marked strides in the matter of 
equipment, refinements of detail, new 
ideas in accessories, as well as radical 
changes in car design. 

Last summer business slackened in 
certain quarters and gave a number 
of makers an opportunity to try out 
many new ideas and to make im- 
provements in their product, so that 
never before has it been possible for 
a buyer to get so much for a given 
amount of money or to secure so per- 
fect a car for such little money. The 
range in the prices of motor cars is 
from $295 to $6000. While prices of 
cars have not been materially reduced 
it was observed on all sides that 
much more was given for the money 
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The Fellow That Flies Past on Four Wheels 


Yes, and sometimes on two—around sharp bends where the 





failure to warn at a critical moment may mean something 
mighty serious—the autoist that speeds at a turn instead of slow- 


ing up needs a horn that throws the sound far ahead. 


Now, we don't advocate speeding at a turn—that is abso- 


lutely reckless. But if it were not for the 
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we are sure that many accidents would be unaverted. A crisp, penetrating 
note of warning radiates from the peculiar shaped projector, out and far away. 
The Rexo II lends quite a neat appearance too with its handsome baked black 
enamel finish and a push button of nickel. But it is the warning that Mr. 


Motorcyclist considers of most importance for his $3.85. 


| The Garford Manufacturing Co. 


mm! 100 Olive Street, Elyria, Ohio, U. S. A.tieenniniet 











MIAO 


BRANCH The Garford Mfg. Co. Kansas City, Mo. 
DISTRIBUTERS 
The Dean Electric Co., The Dean Electric Co., The Sumter Telephone Supply Co., 


Los Angeles, Cal. Seattle, Wash. umter, S. C. 
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than ever before, especially as re- 
gards equipment. The fact that the 
price of fuel has been universally 
lowered during the past year has en- 
couraged more prospective buyers of 
motor cars. 

Among the surprises were several 
new cars equipped with eight-cylinder 
motors. Almost equally novel were 
several of the new, small six-cylinder 
cars, which it was said will sell at a 
price under $1000. Then, too, the 
makers of “fours” were showing 
many interesting features. In ob- 
serving many of the new bodies on 
this season’s cars it was noted that 
fenders as a class are crowned so as 
to hug the wheel somewhat more 
than the old style, and to prevent 


“E-Z Rider” Shock Absorber 


The Forest City Electric Company, 
Cleveland, Ohio, is now manufactur- 
ing the “E-Z Rider” shock absorber 
in an improved form, and it is also 

















The “E-Z Rider’ shock absorbers and the 
combination crank and license number 
plate holder attached to a motor car 


marketing a combination crank and 
license number plate holder, both of 
which are shown in the accompanying 
illustration. The company states that 
in “E-Z Rider” shock absorber the re- 
coil is taken up by a flat spiral spring, 
which is supported on a ball and 
socket joint. The case has been 
changed to a telescoping type. The 
upper part telescopes the lower part, 
working up and down with the motion 
of the spring, thus preventing the 
fender rod from hitting the case. 

The special feature of the ball and 
socket joint prevents binding and 
gives free and easy action, because it 
insures a straight pull at all times. 
The retail price of the “E-Z Rider” 
shock ‘absorber is $15 for a set of 
four. 

The combination holder is attached 
to the front of the motor car, under 
the two shackle bolt nuts. No extra 
bolts are needed. It serves a double 
purpose, as it holds the license num- 
ber plate and also the starting crank 
in an upright position, preventing it 
from rattling. The holder also has a 
place for a padlock, which may be 
used to lock the car. The retail price 
of this combination crank and license 
number plate holder is $1, on which 
there is a discount to the trade. 


THE PHYAR EXTINGUISHER CoMm- 
PANY, Milwaukee, Wis., has been in- 
corporated by Rudolph Pfeil, William 
E. Schultz and Herman Zottel, to 
manufacture fire extinguishers. Capi- 
tal $100,000. 


splash more effectively, but at the 
same time to avoid the danger of the 
tire striking the fender on a sharp 
rebound after passing over a hump. 

The “one man” or “one hand” type 
of top was found on the majority of 
touring cars, while interchangeable or 
convertible bodies have been improved 
to a point where they are practical 
and make it possible for a buyer to 
secure a combination of open and 
closed car that is not cumbersome and 
is easily adjusted. 

Great developments were noticed in 
smaller coupe bodies. Innovations in 
seating arrangement, especially in 
closed cars, were shown by the ma- 
jority of exhibitors, and seats that 
slide out of the way and disappear 


“Neverout” Radiator Heater 


The Rose Mfg. Company, 910 Arch 
street, Philadelphia, Pa., is manufac- 
turing the “Neverout” radiator heat- 
er, which the company states keeps 
the radiator and motor warm over 
night in the garage. When the motor 
car is brought in at night the tube is 
hooked in the radiator filler opening, 
and the heater circulating system is 
connected with the radiator pet cock 


by means of a small rubber tube, 


which may be easily slipped over the 
pet cock. The burner is then con- 
nected with the city gas supply by the 
flexible metallic tube. 

It is claimed that the “Neverout” 
radiator heater keeps the water in the 
circulating system at any desired tem- 
perature, and as the heat naturally 
radiates in all directions this device 
will warm any ordinary sized garage. 
It is also stated that starting will be 
made very easy, as the motor is kept 
warm. The flame is surrounded by 
a safety screen, which prevents com- 
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The “Neverout” radiator heater 


munication with the _ surrounding 
atmosphere. This removes danger 
from fire. 
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when not in use, or swing so as to 
permit easy ingress and egress were 
noted in great number. 

Whereas a couple of seasons ago 
there were but few electric starting 
and lighting systems offered, there 
are now numerous ones to be seen, 
and in some that have been on the 
market two years or more much im- 
provement has been made. 

Not only have large cars, such as 
limousines, berlines and heavy tour- 
ing cars improved greatly in appear- 
ance, but very light cars have been 
much refined in beauty and utility. 
On the whole the automobile field dur- 
ing the past year has broadened per- 
ceptibly, and visitors at the National 
show were amply repaid. 


Beard’s Auto Lift 


The Beard Auto Lift Company, 
Pleasant Lake, Ind., is manufactur- 
ing Beard’s auto lift for Ford cars. 

















Beard’s auto lift for Ford cars 


These lifts are made entirely of steel. 
The company states that no cast iron 
is used. Unusual ease is claimed for 
these lifts, as they can be operated 
by the foot, and their leverage is very 
great. 

Another feature emphasized by the 
company is that a motor car can be 
placed on all four of Beard’s auto 
lifts in less than one-half a minute. 
It is also stated that with these lifts 
there is no necessity of placing a 
motor car on blocks of wood or boxes 
in order to keep the wheels off the 
floor when putting the car away for 
the winter. For this purpose Beard’s 
auto lifts may be used, and thus the 
car is available for service at a mo- 
ment’s notice. 

Beard’s auto lifts are priced at $5 
for a set of four, for use with cars 
having wheels of 37 inches in diam- 
eter or less. The above-mentioned 
lifts are for large motor cars. The 
special Ford model lifts sell for $3.50 
and $4. 


THE SIDWAY MERCANTILE COMPANY, 
Elkhart, Ind., manufacturer of metal 
specialties, such as collapsible go- 
carts and kindred products, has 
awarded the contract for an addition 
to its plant, the extension to be 100 
by 200 feet, two stories. 
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96 Years to Test a Tool 


ONG enough to satisfy 
good mechanics. P. S. 
& W. ‘1819 Original”’ snips 
have outlived their owners 


time and again. A strong sel- 
ling point to drive home. First high - grade 


The Peck, Stow & Wilcox Company  S5%1p made on thts 
Mfrs. Mechanics’ Hand Tools, Tinsmiths’ side of the water. 


& Sheet Metal Workers’ Tools & Machines, 
Builders’ & General Hardware 


SOUTHINGTON, CONN. CLEVELAND, OHIO, 


U.S. PAT. OFF 
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The good trade 
paper is the most 
powerful medium in 
advertising per unit 
of circulation that can 


be secured.”’ 





—John Lee Mahin, President Mahin Ad- 
vertising Agency, Chicago, tn an address 
to the Federation of Trade Press Asso- 
ciations, Chicago, September 26, 1914. 
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Display Board for 
“Spartons” 


The Sparks-Withington Company, 
Jackson, Mich., has just brought out 
an additional demonstrating display 
board for its three hand-operated 
“Sparton” warning. signals. This 
board is made from quarter sawed 
oak and it is finished in early English, 
making it an attractive and useful 
fixture. 

The models and prices of the in- 
struments are marked in plain view, 
for the convenience of the prospective 
purchaser, and the “Spartons” are 
mounted in a manner which is very 
handy for demonstrating. 

The “Sparton” model EB is finished 
in black with a nickel plated front 
section of the bell. The model F is 
made in an all-black satin finish; 
model M has a black satin body, with 
the interior of the bell nickel plated. 


Lindsay Business Circular 


The Lindsay Light Company, New 
York City, is sending out a circular 
headed “Business as Usual—Made in 
U.S. A.” This circular deals with the 
effect of the European war in bring- 
ing home manufacturers to the front, 
and the bearing of this movement 
upon the Lindsay Light Company. 


American Valve Tools 


The American Valve Tool Com- 
pany, Stamford, Conn., is manufac- 
turing the American adjustable valve 
seating tool and the American adjust- 
able valve facing tool, both of which 
are shown in the accompanying illus- 
tration. The American valve seating 
tool is instantly adjustable to any size 
valve cage, and cutters of 30, 45, 60 
or 90 degrees may be obtained. This 
tool is furnished with four different 
sized pilot stems to fit the different 
size valve leads, which makes the 
valve seat come true with the valve 
stems. The tool is made in two sizes 
for use on valves from motorcycle 
size to 3-inch. 

The American valve facing tool is 
adjustable to any size of valve stem, 
as well as adjustable to any diameter 
of valve. This tool can be held or 
fastened on any bench vise, or it may 
be screwed or clamped to any con- 
venient part of the bench or wall. 
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A new demonstrating dis aptey board for “Spartons,” recently brought out by the Sparks- 
ithington Company, Jackson, Mich. 


A New Master Vibrator 


The New York Coil Company, 338 
Pearl street, New York City, is man- 
ufacturing the model T Ford master 
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The model T master vibrator 


vibrator, which is designed to dispense 
with the difficulty of adjusting four 
separate coils. This device is secured 
to the dash, and connected to the 
magneto and battery, if battery is 
used, in such a manner that the cur- 
rent passes through it first, and then 

















The left-hand section of the cut shows the American valve at sr i the right-hand 
section is a View of the American valve facing tool 


to the four coils. This instrument 
contains a specially constructed mag- 
neto designed to operate on the alter- 
nating current furnished by a Ford | 
magneto. .A vibrator is placed over 
the magnet in such a manner that the 
current is made and broken, thus per- 
forming the functions ordinarily ac- 
complished by the vibrator on each 
coil. This does away with coil ad- 
justments, and the company claims 
that with its device the ignition sys- 
tem of a Ford car is reduced to the 
simplicity of a single cylinder motor, 
and at the same time the power is 
greatly increased. 

The model T master vibrator may 
be installed in a few minutes. The 
only change in the wiring consists of 
transferring the magneto wire from 
the coil to the vibrator, and running 
one short wire from the vibrator to 
the coil. The vibrators on the coil 
can be screwed down tight to render 
them inoperative, as the master vibra- 
tor performs their functions. 

The price of this instrument, which 
is fully guaranteed, is $10. 


Lindemann 1915 Catalog 


Q. Lindemann & Co., 35-37 Wooster 
street, New York City, have recently 
published their latest catalog, which 
is dated January, 1915. This booklet 
illustrates and describes in detail the 
company’s extensive line of japanned, 
brass and tinned wire cages, which in- 
cludes 208 cages, stands and tables 
and also 92 cage sundries. 

The Lindemann cages are suitable 
for canaries, finches, cardinals, star- 
lings, robins, mocking birds, thrushes, 
parrots, minors, monkeys, squirrels, 
mice, etc. 


THE AUDET NOVELTY Mrc. Com- 
PANY, 741 Grace street, Williamsport, 
Pa., manufacturer of furniture hard- 
ware, has moved into its new factory 
at Park and First streets. A. N. 
Audet is general manager. 
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NOW $1.50 


With New ‘‘Spotlight’’ Reflector Throws Powerful 
Searchlight 250 to 400 Feet 


A greater Delta at a lower price—and Dealers’ profit—percent- 


ages increased! Coming on top of the Delta’s enormous sales record, 
this means a new flood of orders by the thousands. Basic patents 
protect both dealers and consumers. it is impossible for other 


lamps to acquire Delta features. 
Every Delta Now 
Made With New 
“Spotlight” 
Reflector 


Throws a big ‘‘spot- 
light’”’ on buildings, 
railroad crossings, etc., 
400 feet away. Makes 
people, signs, alleys, 
dark corners clear at 
250 feet. As wer- 
ful as big automobile 
headlight ! An extra 
thousand uses added to “‘The Lamp 
of 1000 Uses.’’ Now being adver- 
tised to 20.000,000 people. 

Dealers do not need to be told that 
the Delta, which swept the country 
at $2.00, now with this big feature 
added, and at only $1.50 is going to 
smash all records in the selling of 
electrical specialties ! ! 








Write for Stirring An- 
nouncement Giving All 
Details 


Order from your Jobber—or if he 
does not carry Deltas send direct to 
our factory. New Reflector now part 
of Delta Electric Bicycle, Buggy and 
Boat Lamps. 


DELTA ELECTRIC COMPANY 
MARION INDIANA 
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Increasing Sales 


of “Bridgeport”? “Searchlight” Gas 
Lanterns will convince you of their 
profits—a bicycle lamp without equal. 

Simple and easy to operate; no tools 
necessary. Throws a clear, penétrat- 
ing light. Made of brass, heavily 
polished and nickel-plated. 

Ask your jobber about “Bridge- 
port” bicycle pumps also. 


Send for new booklet. 


Bridgeport Brass Company 
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HARRIS 


ae MARK REG. s PAT. OFF. 


OILS 
GREASES 


Whether it is for pleasure 
car, motor truck, farm ma- 
chinery, stationary engine 
—no matter what sort of 
vehicle—we make a special 
oil to fit each special case— 
one that will give highest 
efficiency and greatest econ- 
omy. This is not merely 
talk—it is fact. We have 
been making “ America’s 
Leading Lubricants” for 
thirty years and we know how. The more 
progressive hardware dealers carry our line. 
HARRIS OILS are made from the highest grade, 
strictly pure, Pennsylvania Crude Oil. They insure 
clean spark plugs, perfect ignition and elimi- 
nation of motor and transmission troubles. 
HARRIS OILS last longer than others. With 


HARRIS frequent valve grinding is not made 
necessary—a big saving of time and money. 


Sold in Bbis., Half Bbis., 10 Gal., 5 Gal., 
and 1 Gal. Cans. 


“*A Little Goes a Long Way and Every Drop Counts”’ 


A. W. HARRIS OIL CO. 
326 S. Water St. Providence, R. I. 


143 No. Wabash Ave., Chicago, III. 


























Branch: 
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NOTES OF THE RETAIL HARDWARE TRADE 


FLORENCE,  ARIZ.—The interest of Fred G. White in the 
White Lumber & Hardware Company has been purchased by 
H. Freeman. The firm carries a stock of automobile 
accessories, bathroom fixtures, belting and packing, electrical 
household specialties, galvanized and tin sheets, farm imple- 
ments, wagons and buggies and washing machines. A new 
store building has been erected and modern and up-to-date 
fixtures installed. Catalogs pertaining to hardware, lumber 
and farm machinery requested. 


“BRAWLEY, CAL.—R. C. Taylor, formerly connected with the 

Brawley Hardware Company, has opened a hardware store 
here, dealing in the following lines: Automobile accessories, 
belting and packing, buggy whips, builders’ hardware, churns, 
crockery and giassware, cutlery, dog collars, dynamite, gal- 
vanized and tin sheets, mmocks and tents, heating stoves, 
kitchen housefurnishings, lubricating oils, mechanics’ tools, 
pumps, ranges and cook stoves, refrigerators, shelf hardware, 
silverware, washing machines. 


REDLANDS BOULEVARD, CAL.—The Yucaipa Lumber & Supply 
Company is now located in its new store, which has been 
equipped with modern fixtures. The firm carries automobile 
accessories, bathroom fixtures, belting and packing, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, crockery and glassware, cutlery, 
dairy supplies, dog collars, dynamite, electrical household 
specialties, fishing tackle, furniture department, galvanized 
and tin sheets, gasoline engines, hammocks and tents,. har- 
ness, heating stoves, heavy farm implements, heavy hard- 
ware, home barbers’ supplies, kitchen cabinets, kitchen house- 
furnishings, lime and cement, linoleum, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, shelf hardware, 
silverware, sporting goods, tin shop, wagons and buggies, 
washing machines. Catalogs requested on the above items. 


WINSTED, CONN.—The Dickerman & Pond Company has 
changed hands. The new owners, G,. M. Merwin and R. P. 
Brown, have associated themselves under the title of the Mer- 
win & Brown Company. The concern was established in 1861. 


ELKHART, IND.—A hardware store has been recently opened 
opened by Richard Turnock, Sr., with a line of automobile 
accessories, baseball goods, bathroom fixtures, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cutlery, dog collars, electrical household specialties, 
fishing tackle, hammocks and tents, harness, heating stoves, 
heavy hardware, kitchen cabinets, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, toys and games, washing ma- 
chines, on which he requests catalogs. 


KINGMAN, IND.—A change has taken place in the hardware 
store of G. L. Cory, a half interest having been acquired by 
Thomas D. Moffett. The new firm will be the Cory-Moffett 
Hardware Company, and the stock will eomprise a general 
line of hardware, implements, stoves, gas engines, roofing 
cement, pumps, tanks, etc. Catalogs covering furnaces, dyna- 
mite, plumbing and gas engines requested. 


MARION, INp.—Chas. Nelson has moved into his new build- 
ing at 515 South Adams street, housing a stock of builders’ 
hardware, cutlery, dairy supplies, furnaces, heavy hardware, 
mechanics’ tools, pumps, refrigerators, silverware, prepared 
roofing and sporting goods. 


BENTON, Iowa.—The Augustine Company, dealing in belt- 
ing and packing, cream separators, gasoline pumps, etc., has 
established itself as successor to McCracken & Augustine. 
Catalogs requested. 


GOLDFIELD, Iowa.—The new building of Whyte & Son, the 
dimensions of which are 96 x 100 feet, two stories and base- 
ment, is now completed and ready for occupancy. The firm 
handles both a wholesale and retail lines of bicycles, cutlery, 
heavy hardware, mechanics’ tools, builders’ hardware, etc. 


SHELDON, Iowa.—Roy Lubbers has associated himself with 
his father in the hardware business under the title of the 
Lubbers Hardware Company. Catalogs relating to Automo- 
bile Accessories, baseball goods, bathroom fixtures, bicycles, 
builders’ hardware, children’s vehicles, churns, cream sep- 
arators, cutlery, dog collars, electrical household specialties, 
fishing tackle, furnaces, galvanized and tin sheets, hammocks 
and tents, heating stoves, heavy hardware, home barbers’ sup- 
plies, kitchen housefurnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, poultry supplies, pre- 
pared roofing, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, tin shop, 
washing machines requested. 


GARNETT, KAN.—The Clemans Hardware Company has dis- 
continued business. 


Osweco, KAn.—The implement store of William McVicar 
has been transferred to O’Connell, Stice & Co. Catalogs on 
hardware and implements requested. 


PRETTY PRAIRIE, Kan.—The Schrag Brothers Hardware 
Company stock has been acquired by the Western Hardware 
& Implement Company. Automobiles, plumbing, water and 
lighting systems are a recent addition to its present line, con- 
sisting of kitchen housefurnishings, sporting goods, prepared 
roofing, hammocks and tents, fishing tackle, cutlery, etc. 


Ramona, Kan.—The hardware and implement business of 
S. C. Eskeldson has been transferred to Roy Bird, 


CARNEY, Micu.—Joseph G. Stein has become the owner of a 
hardware store here, carrying a stock of automobile acces- 
sories, baseball goods, bathroom fixtures, belting and packing, 
bicycles. buggy whips, builders’ hardware, building paper. 
children’s vehicles, churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, furnaces. furniture 
department, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, harness, heating stoves, heavy farm imple- 


ments, heavy hardware, iron beds, kitchen cabinets, kitchen 
houseturnishings, lime and cement, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
Plumbing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, 
wagons and buggies, washing machines. Catalogs requested. 


CHELSEA, Micu.—Hindelang & Fahrener will, on or about 
January 20, engage in the hardware business. Automobile 
accessories, belting and packing, bicycles, buggy whips, 
churns, dairy supplies, fishing tackle, sewing machines, shelf 
hardware, pumps, prepared roofing and hammocks and tents 
will be among the firm’s stock. 


FRANKENMUTH, Micu.—L. Reichle, dealing in belting and 
packing, gasoline engines, poultry supplies and cream sep- 
arators, has sold out to the Rau Implement Company. 


FRANKENMUTH, Micu.—The stock of August Block, con- 
sisting of pumps, bicycles, lubricating oils, and wagons and 
buggies, has been traded to Geo. J. Rummel. 


FAIRMONT, MINN.—The Ward Implement Company has 
been incorporated as successor to the Ward Machine Com- 
pany, with a capital of $50,000, by Albert L. Ward, U. J. 
Pfiffner, William D. Chapman and Frederick Diehl. 

PIPESTONE, MINN.—The hardware store of G. H. Luehrs 
has passed into the possession of Frank Turk. 


ROCKFORD, MINN.—There has been a change in the owner- 
ship of the store of D. R. Thompson. H. Tritabaugh is now 
in charge. 


GLENWOOD, Mo.—The Hombs Hardware Company have 
made many alterations and improvements in its building, in- 
cluding the installation of new fixtures. The firm carries a 
ee org line of hardware, to which automobiles are a recent 
addition, 


KakotTa, Mo.—The hardware stock of Lang & Hammat has 
been taken over by E. G. Miller and Witt Dunn, who will 
operate it under the title of Dunn & Miller. Catalogs on shelf 
hardware requested. 


LIBERTY, Mo.—Dawson Trimble has been admitted as part- 
ner in the W. L. Trimble hardware store. The firm name will 
hereafter be known as Trimble & Trimble. 


PHELPS, N. Y.—The Palmer Hope Hardware Company, Inc., 
has started in business, carrying a wholesale and retail line 
of automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
dynamite, electrical household specialties, fishing tackle, fur- 
naces, furniture department, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, iron 
beds, kitchen cabinets, kitchen housefurnishings, lime and 
cement, linoleum, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, plumbing department, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys and games, wagons and buggies, 
washing machines. ' Catalogs requested on the above itenis 
and mill supplies. 


Huron, Onto—The Sperry, Hall & Naegle Company 
dissolved partnership, P. A. Sperry continuing. 


has 


BROOKVILLE, PAa.—John J. Evans has opened a hardware 
store here, and will conduct it under the title of the Brook- 
ville Hardware Company, carrying both a wholesale and retail 
stock of the following articles: Belting and packing, buggy 
whips, builders’ hardware, building papers, churns, cream 
separators, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, gasoline engines, 
heating stoves, heavy farm implements, heavy hardware, lime 
and cement, linoleum, lubricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, plumbing department, 
prepared roofing, pumps, ranges and cook stoves, sewing ma- 
chines, shelf hardware, silverware, sporting goods, washing 
machines. Catalogs requested. 


Hurtey, S. D.—The stock of E. W. Browne, consisting of a 
complete line of hardware, has been traded to J. E. McCarty, 
who in addition will carry automobile accessories, harness, 
paints and glass. Catalogs requested. 


WESSINGTON SPRINGS, S. D.—A consolidation has been ef- 
fected by the Standard Mercantile Company with the Johnson 
Brothers Hardware Company. Automobiles and gas tractors 
are a recent acquisition to the firm’s stock, among which is 
included automobile accessories, baseball goods, bathroom 
fixtures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
separators, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, furnaces, furniture 
department, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, home barbers’ supplies, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, plumb- 
ing department, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
tin shop, toys and games, wagons and buggies, washing ma- 
chines, 


MAUSTON, Wis.—The implement business heretofore owned 
by J. H. Schneider is now in possession of D. W. Allaby and 
J. Alton. Catalogs requested relating to belting and packing, 
builders’ hardware, building paper, cream separators, gal- 
vanized and tin sheets, gasoline engines, hammocks and tents, 
heating stoves, heavy farm implements, lime and cement, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, wagons and buggies, washing machines. 


MERRILL, Wis.—William H. Voigt and Otto Voigt have 
nurchased an interest in the Cash Hardware Company. Cata- 
logs on general hardware requested. 
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Halter and Dog Chains in Every Pattern 











American Pattern 
Strongest and 
Neatest Halter 
and Dog Chain 
on the Market 
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American Pattern—made of flat steel interlocking links—is the 
strongest and neatest Halter and Dog Chain on the market, and is 
demanded by more farmers and horsemen than any other pattern. 


All sizes. 


Niagara Pattern 





Niagara Pattern—made of round wire—links perfectly formed on the prin- 
ciple of the square knot—and is recognized as the strongest and most durable wire 
chain Halter and Dog Chain made. All sizes. 
| We also make a full line of Tenso and Lock Link patterns—popular with 
some Trade. 

All styles are fitted with ““T’’ Bar, Swivel Snap and patented adjustable Lock 
Ring, permitting unlimited adjustment. 

Save time and money by placing your orders with the one firm manufactur- 
ing every style Steel Wire and Flat Metal Chains. 


Sole Manufacturers 


Most Economical CAMP BELL Once Used 


and Practical Sad Hiel- ee Always Used 


Cotter Pin Made Cotter Pin Send for Samples 


PATENTED MARCH 1912 








Campbell Hammerlock Self-Spreading Cotter Pin has met with universal approval and 
has been adopted by many leading manufacturers. A trial will demonstrate its superiority 


over other types. 
Three assortments for Hardware, Implement and Auto Trade, consisting of 100, 50 
‘and 25 Pins respectively, sizes 3/32 x % to 5/16x2'4, neatly packed. Standard list. 


Standard sizes. 


American Chain Company, Inc. 
Bridgeport, Conn. 
In Canada—Dominion Chain Co., Ltd., Montreal 


Wiebusch & Hilger, Ltd. 


U. S. Selling Agents to the Merchant Trade 
106 Lafayette St., New York, N. Y. 
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It Has Happened Again 


What constitutes human rights? 

Just what have you and I a right to call our own? 
Surely the children of our brain, the product of years 
of experience and the expression of our originality shall 
be ours. 


Recently you will recall the winning of a very important 
case pertaining to an infringement on the Perfected 


Contact Reservoir on our range. 


Still another stove manufacturer recently appropriated 
one of the basic improvements on the Round Oak Base 
Burner and the Federal Court sustained the Round Oak 
Base Burner patent and held it infringed. 


We do not propose to berate, scold or hold up for ridi- 
cule or contempt the infringers, but we do strongly draw 
your attention to the fact that the Round Oak line has 
individuality and improvements so distinctive and de- 
sirable that frequently they are appropriated bodily by 
others, who will risk the penalty of the law to secure 
these advantages. 


The lesson would strongly point to the Round Oak line 
as the one line to tie to—to specialize in—to concen- 
trate on. 


May we go into its many exclusive and superior advan- 
tages with you quite in detail? 


May we point the way to increased sales and profits? 
May we show you constructive Dealer Co-operation? 


You are invited to write quite without obligation, and 


these vital factors of successful merchandising will be 


explained to our mutual profits. 


The Round Oak Folks 


Originators of Improvements and Makers of Good Goods Only 
Dowagiac Michigan U. S. A. 














